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OPINIONS ON AGENTS 
BY INSURANCE BUYER 





Ex-Governor Deneen of [Illinois 
Tells of Shortcomings of Pres- 
ent Day Salesmen 





DO NOT KNOW BUSINESS 





Declared Many Regard Knowledge of 
Subject As Secondary—As 
Prospect Sees It 





Charles S. Deneen of Chicago, ex- 
governor of Illinois and formerly states 
attorney, told at a meeting of the Na- 
tional Life, U. S. A.’s health and acci- 
dent school this week what he thought 
of insurance salesmen. Mr. Deneen is 
at present an attorney. He has pur- 
chased considerable insurance of all 
kinds, and said in his talk that he is 
solicited for insurance of one sort or an- 
other at least two or three times a day. 
His office is in the National Life build- 
ing in Chicago, and because of its loca- 
tion on La Salle street, it is frequently 
visited by various salesmen. 


Agents Not Equipped 


Mr. Deneen said that as a possible in- 
surance buyer he is impressed with the 
fact that a very large number of the 
men carrying insurance rate books to- 
day do not know as much about the 
business as they should. “They are 
Irequently inclined to come into my 
office and tell me what I ought to do,” 
said Mr. Deneen. “What could be worse 
than that from a selling standpoint? 
Nobody likes to be told what he should 
do, or what he must do. A suggestion 
IS SO much better received. It is evi- 
dent to me that many salesmen today, 
not only insurance salesmen but all 
others, are convinced that if they have 
Pep, enthusiasm and a determination to 
dominate an interview, they can make a 
sale. They seem to think that knowl- 
edge of the business is a secondary mat- 
ter. They are not preparing their cases 
individually, but are simply operating on 
what they believe to be a sort of sys- 
tem which if followed, will bring re- 
sults in most cases. 


Salesman Like Lawyer 


‘As I see it, a salesman is like a 
lawyer, in that, he must study out his 
case before he begins to present it. A 
‘awyer must thoroughly prepare himself, 
and should try every case in his own 
office before he takes it into court. If 
he loses his case in his office he is going 
to lose it in court. He must know all 
ot the factors surrounding the case, 
aoe 80 over it thoroughly, must un- 
erstand what the opposition is going 
to do, and then go into court fully pre- 
pared for every contingency. 


Importance of Preparing 


‘Now let us take the insurance sales- 
W hy shouldn’t he do the same 
Why shouldn’t he know some- 


man. 
thing? 
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HE program for the annual meet- 
ing of the American Life Conven- 
tion, to be held Oct. 17-19 in Des 
Moines, has been announced. The legal 
section will meet two days previous to 
the general meeting. The Hotel Fort 
Des Moines is the official headquarters. 
The program as announced by Secre- 
tary T. W. Blackburn is as folows: 
WEDNESDAY, OCTOBER 17 
Opening Session—10:30 o'clock a, m. 
Welcome Addresses—Nate W. Kendall, 
governor of Iowa; W. R. C. Kendrick, 
Insurance Commissioner of lowa; George 
Kuhns, president Bankers Life, Des 
Moines, la. 
Response—On behalf of American Life 
Convention, 
President's Address—L. J. Dougherty, 
secretary and general manager Guaranty 
Life, Davenport, Ia. 





Afternoon—2:00 o'clock 

Report of Special Committee on Total 
Disability. 

“Advertising for Agents”—John M. 
Sarver, president Ohio State Life, Colum- 
bus, Ohio. 

“Lapsation and Its Problems”—Dr. Gor- 
don Thomson, vice-president West Coast 
Life, San Francisco, Cal. 

Evening—Executive Session 
8 o’clock p. m. 


Herbert M. Woollen, president Ameri- 


can Central Life, Indianapolis, Ind., pre- 
siding. 
The general topic suggested for the 


executive session is “An Agency Sympo- 
sium.” No definite plan is submitted, but 
members present are expected to be 
heard in short, snappy discussions upon 
the following sub-topics: 

1. Supervision. 

2. Commissions. 


Bonuses. 


4. Ethics. 
5. Training. 
6. Retention of agents. 


No member need expect to be advised 


in advance of the meeting to prepare 
himself on any topic. It is to be an 
open forum. It is hoped those present 


at this session will frankly express their 
views and that out of the evening's de- 
liberations there may come much con- 
structive discussion of this important 
branch of the business. No papers will 








himself with the objections that the 
prospect will probably make, and build 
up his case to anticipate them? If this 
were done more than it is, if the indi- 
vidual touch were more easily to be de- 
tected in an insurance canvass, the aver- 
age man solicited could be interested 
much more readily than is possible 
under the method now being pursued 
by so many. 


Knowing Limitations 


“An agent, I think, should know his 


limitations. He should seek data and 
additional light from various sources 
when necessary. A law firm usually 


limits itself to certain classes of cases, 
because it knows that it can specialize 
and become expert in those cases, while 
it cannot possibly cover the whole field 
of law. To my mind the same thing is 
true of an agent. He should not try 


be read and the chairman will announce 
a time limit for speeches, 


THURSDAY, OCTOBER 18 
10:00 o'clock a. 


Distribution of Life 
Massey Wilson, president 
national Life, St. Louis, Mo. 
“Home Office Buildings’—Dr. Henry 
Wireman Cook, vice-president and med- 
ical director, Northwestern National 
Life, Minneapolis, Minn.; C. E. Johnson, 
assistant secretary Phoenix Mutual Life, 
Hartford, Conn, 


Insurance 
Inter- 


“The 


Assets,” 


Afternon—2Z o’clock 


“Life Insurance, Banking, Citizenship” 
—Walter W. Head, vice-president Amer- 
ican Bankers Association, president 
Omaha National Bank, Omaha, Neb. 

“Optional Settlements”—Henry 8S. Nol- 
len, president Equitable Life of Des 
Moines, lowa, 


Evening 


Special program to be announced, 


FRIDAY, OCTOBER 19 


10:00 o'clock a. m. 


“O, Pioneers”—Charles Dobbs, manag- 
ing editor “Insurance Field,” Louisville, 
Ky. 

Business session. 

Adjournment about 1 o'clock p. m., 

While there are no assignments for dis- 
cussion on the program, after each paper 
there will be opportunity for members 
to take the floor. Program speakers are 
allowed 20 minutes each for the presen- 
tation of their subjects Volunteer 
speakers are limited to five minutes. Re- 
ports of committees and other business 
may be presented at any opportune time 
during the sessions, 

LEGAL SECTION 
October 15-16 
Papers will be read by the following: 
A. L. Brooks, general counsel, Jeffer- 
N. C. 








to sell every form of insurance that is 





thing about his familiarize 


prospect, 





being offered to the public. He should 





son Standard Life, Greensboro, 

William Ross King, editor, American 
Life Convention Legal Bulletin, Oniaha, 
Neb. 

T. J. MeComb, general counsel, Atlas 
Life of Tulsa, Okla. 

W. W. Moore, first vice-president, In- 
ter-Southern Life, Louisville, Ky. 

Daniel B. Ninde, general counsel, Lin- 
coln National Life, Fort Wayne, Ind. 

Cc. B. Welliver, general counsel, Ameri- 
can Central Life, Indianapolis, Ind. 

B. P. Sears, general counsel, National 
Life, U. S. A., Chicago, Ill. 


select a few, stick to them, and master 
them. Life insurance men or accident 
insurance men should, in my estimation, 
sell personal insurance. They should 
not get into the realm of property in- 
surance of all kinds. A man who does 
that becomes merely a peddler of all 
kinds of insurance, and a master of 
none. 


Prospect Senses Knowledge 


“You can bluff all you want to, but 
a prospect instinctively senses an agent’s 
lack of knowledge of his subject. If a 
man comes into my office and talks to 
me for five minutes or so. about some- 
thing that he wants to sell me, at the 
end of those five minutes I know 
whether he is completely equipped or 
not. If he flounders, if he hesitates, or 
if he in any way exhibits an incom- 
plete knowledge of his business, I can 
detect it even though I may know very 


NORTHWESTERN MUTUAL 
AGENTS’ ANNUAL RALLY 


Are in Conference This Week 


at Home Office in 
Milwaukee 


ANNOUNCE BIG DIVIDEND 


President Van Dyke’s News Features 
Complete Program of Business 
and Recreation 


MILWAUKEE, WIS., July 24— 
Opening with a district agents’ luncheon 
conference at noon on Monday, the 47th 
f&nnual meeting of the Northwestern Mu- 
tual Life’s Association of Agents got 
under way here. Meeting with the dis- 
trist agents were special agents who are 
doing development work. L. W. La 
Bounta of Illinois opened the program 
with a talk on “Suggested Methods of 
Training and Supervising Sub-Agents,” 
following the luncheon. Others on the 
program, of which H. L. Smith, West 
Virginia, was chairman, were E. L. Man- 
gold, Wisconsin, “A District Agent's 
Survey”; W. F. McCaughey, Wisconsin, 
“District Agency Meetings,” and the 
“Questionnaire,” in charge of E, E, Lin- 
coln of Ohio. 


Monday Largely Recreation 


From early Monday and continuing 
during the day several hundred agents 
of the Northwestern began to arrive at 
the home office to register for the con- 
vention. No general sessions of the 
association were held but a program of 
entertainment and district, special and 
general agents’ meetings was provided. 
The new agents as well as many of the 
older were taken during the afternoon 
on a tour of the mammoth home office 
building. W. Ray Chapman, Milwau- 
kee, was in charge of the visitors who 
visited the various departments where 
talks were given for the purpose of ac- 
quainting the agents with office routine 
and the office employes with problems 
of the field men as relate to office busi- 
ness. 

Athletic contests on Monday for 
agents included the annual golf tourna- 
ment at the Blue Mound Country Club, 
where ’. A. Carroll, Wisconsin, and 
Henry F. Tyrrell, legislative counsel, ar- 
ranged for matches for the Northwest- 
ern Agents’ golf trophy. A _ baseball 
team composed of agents crossed bats 
with the home office team at the Lake 
front municipal diamond during the lat- 
ter part of the afternoon. 


Nelson Heads Marathon 


The Marathon Club dinner for mem- 
bers only was held at 6 o'clock, in the 
home office, and following this there 
were meetings of the special’ and dis- 
trict agents’ association and the general 
agents’ association. 

One of the events that always plays 
an important part in the meetings of the 
is 





(CONTINUED ON PAGE 19) 


Northwestern agents the announce- 
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ment of the Marathon club membership. 
This year there are forty members of 
the agency force who qualified for mem- 
bership by writing policies on over 100 
persons. during the agency year ending 
June 1, 1923. Under the rules of the 
club, the agent writing the largest num- 
ber of lives becomes president, which 
honor this year fell to B. C. Nelson of 
Peoria, Ill., with 283 lives written during 
the year. P. O. Wingo of Missouri, 
with a record of 251 lives underwritten 
and ranking second in number of lives, 
became vice-president. . 
Dr. Albright Heads List 


The prize winners for the year on 
paid for totals, with Dr. Albright head- 
ing the list again, are as follows: 


C EB. Albriat, Wit... «.00060- $2,427,000 
M. L. Woodward, Mich...... 1,160,250 
G. H. Crossie, Mass.......... 1,055,000 
G. J. Katehor, N. Yo. ccccsess 1,042,050 
Wilson Ferguson, Pa......... 660,166 


J. C. Murphey, Ga........... 549,000 
New agents of the Northwestern Mu- 
tual Life attending the meeting were 
tendered a reception at the home office 
on Tuesday morning. Victor M. 
Stamm of Milwaukee, and J. J. Hughes 
of. Des Moines, members of the stand- 
ing committee, were in charge. 
Announce Dividend Increase 


More than 700 agents assembled in 
the auditorium cf the home office build- 
ing at 9:30 a. m. Tuesday for the open- 
ing of the first general session of the 
convention. President W. D. Van Dyke 
of the company, made the address of 
welcome in which he miade the an- 
nouncement of a new dividend scale in- 
creasing that of 1924 over that of 1923. 
The increase establishes a basis which 
will make an increase in the dividend 
appropriation of about 17 percent. It 
provides for a special mortality adjust- 
ment increase at certain of the younger 
ages and also a general increase in 
the interest factor of from 4.6 percent to 
4.8 percent. The new rate of interest 
established applies to settlements under 
the income options as well as dividends 
on policies. 

President Van Dyke’s announcement 
was enthusiastically received and 
brought the agents to their feet applaud- 
ing vigorously at the statement which 
came as a complete surprise. 

Tells of Company's Growth 


In welcoming the agents President 
Van Dyke spoke principally of coopera- 
tion and loyalty. He gave some inter- 
esting figures on conditions of the com- 
pany in which it was shown that the 
total insurance in force on July 1, 1923, 
was over $2,600,000,000; the number of 
policies, 806,306; average policy, $3,225. 
Total paid for insurance for the first 
six months of 1923 was nearly $157,- 
000,000; an increase over the first six 
months of last Year of over $21,000,000 
Total disbursements for the first six 
months this year were $39,000,000, an 
increase over the same period a year 
ago of only $150,000. Total gross assets 
on July 1 were over $567,000.000, an 
increase over a year ago of over $42,- 
700,000. 

T. A. Peyser of New York, president 
of the association, in response to the 
president’s address, gave a very happy 
talk. Forty million persons in the 
United States are protected by life in- 
surance. he said. The total insurance 
carried is $50,000,000,000, or an average 
of $1,250 for each person protected. 


Franklin Mann Made President 


At. the business meeting following 
officers for the ensuing year were 
elected as follows: Franklin Mann, 
Omaha, president, to succeed T. A. Pey- 
ser; M. L. Woodard. Detroit, vice-pres- 
ident, succeeding Mr. Mann; W. H. 
Conlin, Milwaukee. re-elected, secretary 
and treasurer. J. Hughes, Des 
Moines, was chosen chairman of the 
standing committtee succeeding P, W. 
Fahev of St. Paul. The other four 
members of the standing committtee 
elected were R. TL. T.aw, West Vir- 
ginia: F. L. Wright; Pennsvivania: F. 
T. Proctor, Kentucky, and P. R. Hath- 
away, Ohio. 
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BUSINESS FOR FIRST SIX MONTHS 








Additional reports to THe NATIONAL | 
Unperwriter from life companies on | 
their business for the first six months 
of this year, compared with that of the 
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first six months of 1922, and showing 
the increase in insurance in force at the 
close of this year’s six month period, 
are as follows: 

Increase 


New paid New paid 


business business Ins. in force 
first 6 mos. first 6 mos. first 6 mos. 
1923 1922 1923 
$ 1,615,985 $ 1,828,101 $ —113,147 
3,154,789 2,682,585 1,559,788 
7,370,406 4,284,101 5,600,674 
3,753,470 2,902,519 2,793,724 
86,992,608 73,454,653 13,537,955 
215,600,874 183,872,151 31,728,723 
9,665,366 8,774,023 4,001,864 
5,139,252 5,065,750 2,039,009 
»,723,019 5,540,210 2,796,152 
2,399,939 653,000 


2,204,965 





made a 
was enthusiastically received by the 
agents. He set the highest mark with 
283 policies this year, bringing the totar 
during the last three years to nearly 
900. Winning the Marathon cup for 
the third consecutive time gives Mr. 
Nelson permanent possession of the 
trophy. A novel record established is 
that out of the 900 lives written by Mr. 
Nelson there have been only two deaths, 
a record ,probably never before ap- 
proached. P. O. Wingo of Springfield, 
Mo., second highest, and vice-president 
of the club for the ensuing year, was 
also introduced and made a few re- 
marks in response. 
Charles Sachs Speaks 
Owing to being unavoidably detained, 
L. Schamberg of New York was 
unable to attend and his paper on Im- 
pressions of a New Agent will be filed. 


Charles Sachs of New York, an old- 
time agent, gave his Reflections of a 
Veteran. 


“Methods of the highest-priced edu- 
cation securable for the child born in 
1898 were infinitely inferior to what cur- 
rent achievements indicate and all por- 
tents forecast will be available in free 
schools for the benefit of the poorest 
children of today and tomorrow.” Mr. 
Sachs said. “The best-cared-for baby 
of 25 years ago had several years’ less 
expectancy of life than the slum kid 
of today. The great games of discov- 
ering Nature’s mysteries and conquer- 
ing her forces have gone on apace. 
Miracles are being worked with wires. A 
fortnight ago there was a successful test 
of the first one-pair set of telephone 
cables, over which seven conversations 
can be carried on at the same time. 
The wizardy of wireless, itself an in- 
fant, has made the radio rapidly become 
the servant of all the people—having 
faults well as virtues in common 
with those creators of another compar- 
atively recent invention, the servant 
problem.” 

Don Hayn Honored 


as 


Don Hayn, Chicago, was elected pres- 
ident of the special and district agents 
association, which met Monday night. 
Other officers chosen are E, A. Crane, 
Fort Wayne, Ind., first vice president; 
A. S. Reed, Cedar Rapids, second vice 
president; and B. H. Badenoch, Chicago, 
secretary and treasurer. 

Officrs of the General Agents’ Associ- 
ation are W. F. Atkinson, Brooklyn, 
president; Clifford L. McMillen, Mil- 
waukee, vice president, and Sam Pear- 
son, Kansas City, secretary and treas- 
urer. 

One of the features Tuesday after- 
noon was the presentation of “Teddy’s 
Follies,” by a group of talented young 
ladies employed in the home office as- 
sisted by T. A. Peyser, retiring presi- 
dent of the Agents’ Association. The 
entertainers presented songs of which 
words had been especially written for 
the occasion to the tune of popular airs. 
It was the general opinion of the agents 
that Flo Siegfeld has nothing on their 
own Teddy Peyser as a producer of 
“girlie” shows, besides showing himself 
to be a dancing and singing partner in 
each number of no mean abilitv. 

A snecial program was provided for 
the ladies during the afternoon and eve- 





B. C. Nelson, Peoria, who became 


ning. They were entertained by a spe- 
cial edition of Teddy’s Follies, and 
later were taken on a tour of several 
large industrial plants. Wives of com- 
pany officials and members of the office 
staff were hosts to the visiting ladies 
at a reception in the Hotel Pfister, after 
which a banquet was given in their 
honor. In the evening they were guests 
at a theater party. 

That “Northwestern Options” are “the 
A. B. C. for Happiness was the subject 
of a talk by J. P. Davies, New York, 
who opened the afternoon session on 
Tuesday. He told of how the options 
permitted the policyholder to select at 
his choice the provisions which best 
suited his needs to bring happiness to 
those near and dear to him. F. P. 
Price, superintendent of mortgage loans, 
told “How Northwestern Options Are 
Protected.” 

Discuss Disability Features 


While there is a need for disability 
and indemnity protection, it is not the 
business of a life insurance company 
to try to offer such protection in com- 
bination with life insurance, George V. 
Metzger of Kansas City told the North- 
western agents in discussing “How I 
Meet Disability Income and. Double In- 
demnity Competition.” The agent should 
be fortified with ability to set aside this 
question in selling life protection, in 
which he specializes, while the accident 
and health insurance agent is a specialist 
in his branch and can best sell to fit 
the needs of his clients. 

“Northwestern Contract Provisions 
Which Attract Attention” were pointed 
out by R. H. Manley of Nebraska, who 
said that the Northwestern contract is 
as good a contract to buy as it is to 
sell and that it was a contract between 
real men, 


cxplains Effective “Close” 


In discussing “Effective Closing Argu- 
ments,” E. F. Gauthier of Iowa said 
that the closing arguments should be- 
gin with the first interview and extended 
at subsequent interviews so that no 
special arguments are necessary to close 
a contract. The agent must determine 
what needs of the prospect he is to sat- 
isfy, and then show him how-he can 
fill the need with the particular kind 
of policy. Should the agent make a 
mistake in his diagnosis he must be as 
diplomatic as a doctor in rectifving the 
error or he is most likely to lose the 
client. . 

A. group photograph of the assembled 
agents was taken on the front steps of 
the home office building late Tuesday 
afternoon. : 

The home office auditorium was the 
scene of the annual banquet of the 
Northwestern Agents’ Association Tues- 
day night. T. A. Peyser officiated as 
toastmaster, and after the dinner pres- 
entations were made. R. S. Goldberg, 
Pennsylvania awarding the sports 
prizes, George E. Copeland, superinten- 
dent of agencies, the agents’ prizes, and 
Ralph M. Hamburger, Minnesota, the 
honor buttons. Following this there 
were two addresses. W. E. Black, a 
company trustee, discussed Northwest- 
ern’s Tnvestments, while R. J. Lee, vice- 
nresident of Lord & Thomas, talked on 





TO WIDEN ITS SCOPE 


COTTON STATES LIFE GROWS 


Company Will Enter Some New Terri- 
tory and Will Increase Its Agency 
Plant Materially 





The Cotton States Life of Memphis, 
Tenn., will have its 1924 field men’s 
convention at Colorado Springs. The 
company plans to enter a number oi 
new states in the future, perhaps as 
many as 20. General agents have already 
been chosen for the southern half oj 
Missouri, a part of Texas, Oklahoma 
and Alabama. It has made some good 
appointments in these states. A new 
home office building of 12 stores in 
height is now in the course of con- 
struction at Memphis and it will be one 
of the handsomest buildings of the time 
in the south. 

The Cotton States Life has made 
many strides forward in recent months. 
The company is no longer writing busi- 
ness on the industrial plan. It is con- 
fining its activities entirely to ordinary 
business. The two main factors in the 


and Superintendent of Agencies War- 
ren Cullen. The company was _incor- 
porated in 1911. 





Find Boys’ Renewals Good 


Fidelity Life put on a campaign to 
secure a line of insurance among the 
teenage boys, and formed clubs in a 
number of cities, including Sioux City, 
Des Moines, Oklahoma City and Chi- 
cago. It has been a question as to 
whether this insurance would renew in 
the same proportion as the insurance on 
adult business. The plan has _ passed 
well into the second year, most of the 
business written having been on the 
books more than a year and a half. The 
conclusion of the company is that the 
business renews just as well as adult 
business, when written under similar 
conditions. 

With the coming of fall, the company 
expects to take up the campaign and 
push it, having demonstrated to its satis- 
faction that the business will renew and 
also that it is the beginning of a lite 
long association with the buyers o 
insurance in the next generation. 


New Building Nears Completion 


NASHVILLE, TENN., July 2%- 
Formal opening of the splendid new 
home of the National Life and Accidett 
will be celebrated Nov. 1. The impos 
ing home which this large firm is erect 
ing at the corner of Seventh avenwt 
and Union street is now approaching 
the final stages, work having been be 
gun on the structure almost a year ag® 
While the building will be opened wit 
a “house warming” on Nov. 1, the {or 
mal dedication will occur Jan. 1, 19% 
when hundreds of the employees of th 
company, scattered over the 22 staté 
where it is doing business, will be 
hand. This splendid structure is said ® 
be the largest insurance building in th 
entire South. It will be as nearly pe 
fectly fireproof as possible. 

Maintain “Million a Month” Gait 

After compiling figures for the = 
half of the year, the H. Wibirt Spent 
agency of the Mutual Life of New Yo 
at Detroit, finds that it has had the be 
record in its history, with over $10,000: 
000 in written business, and more thi 
$6,000,000 in annually paid-for busine 
More than $1,000,000 was paid for ® 
March, April, May, and June, while™ 
first two months of the year was ® 
short by $100,000 of the coveted mt 

The “Million a Month” slogan of ™ 
Spence organization has been live © 
to so far in 1923, and the members © 
the selling staff confidently expect ! 
$12,000.000 in paid for business W" ) 
on record when the end of the year ™ 















“Public Confidence.” 





around. 








company are President E. Clovis Hynes | 


About two years ago the National | 
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HALF; YEAR’S RESULTS 
SHOW BIG ADVANCE 





Life Insurance Sales Research Bu- 
reau Gives Results of 
Its Survey 





PREVIOUS RECORD BROKEN 





Production Has Kept in Splendid Shape 
and Fine Reports Have 
Been Made 


~ 





NEW YORK, July 25.—The Life In- 
surance Sales Research Bureau in this 
city has made a survey of life insurance 
during the first six months of this year. 
It shows that all previous records for a 
similar period have been broken. The 
total amount of new business reported 
by 48 companies was $2,937,000,000 as 
compared with $2,448,000,000 in the cor- 
responding period last year and $2,389,- 
000,000 in 1921. This is a gain of 20 per- 
cent over last year and 23 percent over 
the year before. During June the total 
sales amounted to $515,271,000, 20 per- 
cent greater than those of June a year 
= No Pause in Life Insurance 


The Research Bureau says that its 

analysis shows a pause in the rate in 
which business in general is developing, 
but there has been no evidence of a 
iminution in the amount of new life in- 
surance written. Commenting further 
on the report, the Bureau says: 

“The largest gains in new business, 
reported in June as well as in the first 
alf of the current year, occurred in the 
Southern States. There the increase 
was 33 percent and was due in part to 
the greatly improved financial condition 
in that section and in part to the fact 
hat because of the business depression, 
which was more acute in the South than 
elsewhere, the amount of new business 
Hast year was at a minimum. 


Pacific Coast Record 


“The Pacific States reported an in- 
rease of 30 percent, which is especially 
ignificant because for the past several 
ears business in that section has stead- 
ly increased. There has been no such 
rheck in the productive activity on the 
Pacific Coast as has been noted in other 
ections. The lumber mills are oper- 
ting at capacity, the mines are produc- 
ng an increased quantity of metals, 
building activity is continuing unabated 
nd new records are being established in 

€ production of petroleum. 


Middle Atlantic States 


The Middle Atlantic States, espe- 
ally Pennsylvania, New York, Mary- 
nd and the District of Columbia, re- 
orded substantial gains in both June 
ad in the first six months of the year. 
n New England, the Central, the West 
entral, the Southwestern and the West- 
a states advances were recorded in 
; he, but these were not so pronounced 
‘in other sections of the country. Dur- 
5, the month only four states—Maine, 
Claware, Oklahoma and Nevada—re- 
oye smaller volume of business in 
~ than in June a year ago, and in 
on the decline was less than 7 
“ - wer the first half of 1923 every 
~ dy e Union, with the exception of 

ada, reported an increase in the vol- 
Pie Of new business. 











































vs 





Due to Business Improvement 


oe 1923 the amount of new busi- 
~ pm or was greater in 1920 than in 
ne i+ year. The increase during the 
ae. penthe of the current year, 
» oii as been more striking than 
ron recorded at that time. The 

amount of new business in 1920 
























, Street and Grand avenue, 











| AGENCY HAS A “POLICYHOLDERS’ BAND” 











6c HE AMERICAN CENTRAL 
LIFE BAND, Coupland, 
Texas,” is the legend that 
adorns the bass drum of a new band 


that is rapidly gaining favor with the 
communities surrounding Coupland. 
This musical society is uniquie both lo- 
cally and in insurance circles because of 
the nature of its personnel and the in- 
cidents surrounding its organization. 
The band consists of 23 pieces, musi- 
cians all American Central Life policy- 
holders. This common characteristic, as 
well as the circumstances which sur- 
rounded the society’s initial concern 
proved a determining factor in the 
choice of the society’s name. 
How the Bank Started 


It was in July of last year that Agency 
Manager Harvey L. Copeland and Agent 
Carl F. Pfluger arranged an all day 
picnic and barbecue for American Cen- 


formed creditably. 

The success of the organization and 
the community’s need for an estab- 
lished society was brought home forci- 
bly to Mr. Copeland and he at once laid 
pans for permanent establishment. By 
the succeeding April he had formed a 
society of 23 musicians. 

Extends Its Scope 


Gradually the band is making its 
presence felt in its locality and adjacent 
towns. Its directors have recently en- 
tered into a contract to furnish music 
for the Taylor Community Trade Days 
held the second Monday in each month 
in Taylor, Texas. As this is a local 
trading center the amount of publicity 
which is being derived from this move 
is extraordinary. 





Mr. Copeland has made the policy- 
holder’s barbecue an annual affair and 
the 1923 gathering was staged on July 





tral policyholders and members of their 
families in the vicinity of Coupland. 
This novel scheme of developing inter- 
est in the agents’ business proved a 
complete success. The event to be 
properly staged required a musical set- 
ting and upon surveying the situation 
the sponsors were surprised to find that 
a very large group of musicians were 
included among their policyholders. 
Their assistance was requested and 
when the rank and file of policyholders 
drove in a few days later to participate 
in the barbecue the hastily drafted band 
had been whipped into shape and per- 








was due in part to economic factors and 
price changes. Prices were higher than 
ever before, and the purchasing power 
of the dollar fell to about one-half of its 
pre-war value. Most men buy insurance 
for the protection of their families. 


Have to Get More Life Insurance 


“When prices are high, or, to express 
the same idea in another manner, when 
the purchasing power of the dollar is 
low, it is necessary for one to buy more 
dollars’ worth of insurance in order to 
provide for a given amount of protec- 
tion. Therefore, when the dollar was 
worth only about 50 cents, as it was in 
1919 and 1920, those who wanted to pro- 
vide a specified amount of protection 
were forced to double the amount of in- 
surance carried. This tended to increase 
sales of new insurance abnormally. The 
marked gain in new business during the 
first six months of 1923 over the same 
period of 1922 has not been due to any 
such unusual factors as affected the in- 
surance business in 1919 and 1920. It 
has been due to the improvement in busi- 
ness and to the deisre and ability of the 
public to provide more protection than 
ever before.” 


New Building Completed 


DES MOINES, IA., July 23.—The 
Insurance Exchange building, a $1,000,- 
000 structure, a monument to the thrift 
and enterprise of George B. Peak, or- 
ganizer and president of the Central 
Life of Des Moines, is completed and 
is already well filled with various busi- 
ness and professional enterprises. It is 
the largest fireproof office building in 
Iowa and one of the best equipped 
office buildings west of Chicago. It 
stands at the northeast corner of Fifth 
ten stories 


12th with the band again furnishing en- 
tertainment for the celebrators. 

In completing their organization the 
bandsmen recognized the worth of Mr. 
Copeland’s labors and honored him 
with the office of president. In addi- 
tion to this expression of appreciation 
he has gained other rewards of greater 
material value, not the least of which 
the substantial increase in volume 
which he has attained in recent months 
and which has kept him very close to 
the top rank in departmental standing 


1s 





throughout the entire first half of the 
year. 
above the basement. It has the finest 


lobby of any office building in the coun- 
try On the second floor is an audi- 
ence room, seated with opera chairs, 
that will accommodate 600 people. The 
entire building has a floor space of 
nearly five acres. 

Among the insurance interests already 
located in the building are: Central Life 
of Des Moines, Northwestern Mutual 
Life of Milwaukee, Union Central Life 
of Cincinnati, Automobile Underwrit- 
ers, Federal Life of Chicago, Missouri 
State Life, Western Union Life, Wash- 
ington, Federal Surety, M. L. Dudley 
agency, 


Actuary Grogan Named 


George L. Grogan, actuary for the 
Bank Savings Life of Topeka, will be 
the Kansas representative on the execu- 
tive board of the National Association 
of Life Underwriters following the an- 
nual convention in Chicago Sept. 5. He 
has been chosen by the Kansas under- 
writers to succeed F. W. Adams of the 
Aetna Life. Grogan formerly was with 
the Bankers Life and went to the Bank 
Savings when that company. absorbed 
the Bankers. 

The Topeka Life Underwriters Asso- 
ciation has appointed its delegates and 
alternates to the national convention and 
it is asserted that Kansas will have the 
largest representation of life men at the 
convention that has ever attended. 


Missouri State Increase 


In a recent issue it was stated that 
the increase in insurance in force of the 
Missouri State Life for the first six 
months was $7,270,407. This should be 
$40,740,138, which is exclusive of group 
insurance. 
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PIONEERED IN PRACTICE 





\FIRST AGENCY CONVENTIONS 


Northwestern Mutual Life Had Meeting 
of Its Men at Its Home Office 
in 1867 


Henry F. Tyrrell, legislative counsel 
at the home office of the Northwestern 
Mutual Life, in his talk before the 
agents holding their convention in Mil- 
waukee this week said that the North- 
western Mutual was the first company 
in the country to inaugurate meetings 
and conventions of its agents at the 
home office. This convention plan was 
established Jan. 9, 1867. 

He said that the biggest crisis in the 
early history of the company came with 
the passing of the 1870 dividend made 
necessary by the adoption of the new 
standard reserve. It created consterna- 
tion among the agency force, nearly dis- 
rupted it and came mighty near ruining 
the company. 

President Palmer's Administration 


Mr. Tyrrell said that the adminis- 
tration of President Henry L. Palmer, 
which continued over 34 years, was char- 
acterized by constant building. He said 
that one of the most important questions 
that administration had to deal with was 
that of tontine insurance. The home 
office committee, consisting of President 
Palmer and four associates, made full 
inquiry into the principles on which that 
class of insurance was based and recom- 
mended that the company issue such 
policies. Mr, Tyrrell said that this de- 
cision gave a new incentive to its agents, 
It showed the public that the company 
was ever willing to serve it. Willard 
Merrill, who was superintendent, refused 
to concur in the majority view as to the 
issuance of such insurance but he com- 
plied with the decision. 


New Ohio Law Helps 


An incident happened in Cleveland a 
few days ago which showed that the 
new anti-twisting law is of real value 
in protecting business on the books from 
raids. 

A local brokerage company requested 
one of the leading general agencies to 
furnish it with the names of persons 
having paid-up policies or policies hav- 
ing a large cash value. The plan was 
to see these people and try to get them 
to cash in their insurance and buy bonds. 
The investment company offered to 
split up on the commissions from the 
sale of such securities. 

The general agency replied that such 
practice would be contrary to the new 
anti-twisting law, that a fine might be 


levied of from $100 to $500 for each 
offense, with further liability of im- 
prisonment. 

The bond house thought it had 


worked up a new idea and was surprised 
to find a law in its way. 

The anti-twisting law was passed at 
the last session of the legislature 
through efforts of the Ohio Association 
of Life Underwriters. Several home 
offices have called it to the attention of 
their field force in Ohio, warning them 
of the serious consequences of its vio- 
lation not only in the case of any agent 
involved but also the possibility of the 
company’s license being suspended in 
the state. 


Liberty Life’s Changes 

The Liberty Life of Topeka has an- 
nounced several changes in its agency 
forces. Charles A. Baird has been ap- 
pointed superintendent of agents at the 
home office. M. F. O'Sullivan has been 
transferred from the accident to the life 
insurance department of the company 
and will have charge of the district of- 
fices at Concordia, Kansas. J. E. Alfred, 
district agent for the company at Inde- 
pendence, Kans., has been made district 
agent at Little Rock, Ark., and Glenn 
D. Hamilton of Independence succeeds 
to the district agency at that point. 
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Builds For 


Leadership 


It is not impossible to develop 
a life insurance company whose 
agents are outstanding men in 
their respective communities. 


In every Ohio National Life 
agency you will find men of 
distinct personality, men who 
are following their own princi- 
ples of salesmanship strength- 
ened by home office assistance 
that builds, rather than destroys, 
individuality in salesmanship. 
They are all fully cognizant of 
the great mission of life insur- 
ance. They are becoming 
community leaders because they 
realize that concerted effort is 
necessary to successfully build a 
community. 

Constructive effort of this type 
wins high approval. It builds 
leaders. It is the type of public 
recognition that the Ohio 
National Life builds for all its 


agents. 


Ohio National Life 


Insurance Company 


Cincinnati, Ohio 


T. W. APPLEBY, President 











STANDS SOLIDLY FOR 
SINGLE LINE INSURANCE 





Northwestern Mutual Life’s Policy 
on Multiple Classes is Pre- 
sented at Convention 


ADDRESS BY C. H. PARSONS 


Declares the Company Does Not Believe 
In Injecting Accident and 
Health in Policies 


Charles H. Parsons of Cleveland, O., 
in his talk before the agency convention 


‘of the Northwestern Mutual Life of 


Milwaukee this week said that a cham- 
pion of the multiple line principle in life 
underwriting has thrown down the gaunt- 
let to the conservative companies of the 
other school. He was referring to the 
address of a prominent general agent 
of an eastern company before the Amer- 
ican Life Convention, a couple of years 
ago, in which the speaker vigorously de- 
fended the multiple line theory in life 
underwriting. 
Has Stood for Principle 


Mr. Parsons said that the Northwest- 
ern Mutual stands where it always stood, 
that being a pure life insurance com- 
pany seeking to provide the best life in- 
surance at the lowest cost. He said that 
the Northwestern Mutual is willing to 
accept the challenge and carry on the 
fight to the finish. Mr. Parsons declared 
that more and more life insurance of the 
plain, simple, straightforward, under- 
standable kind is in demand. He further 
asserted that the honest, sincere sales- 
man in insurance with the genuine spirit 
of service is coming to be more and more 
appreciated. He predicted that the 
course of the Northwestern Mutual will 
be vindicated. 

One of Two Courses Offered 


Mr. Parsons said that in the field of 
life insurance today the Northwestern 
Mutual has had to make choice of two 
courses. Either it must enter the race 
for volume by adopting the multiple line 
principle and writing all kinds of busi- 
ness by offering all things to all men, or 
it must continue as an outstanding pure 
life company seeking business from 
those who prefer a select company. He 
said that in the one case the field is 
complicated and menaced by the fiercest 
of competition with the race always to 
the swift. In the other, he claims that 
the Northwestern Mutual dominates the 
field and stands practically alone. Mr. 
Parsons stated that there is no middle 
ground. A compromise, he said, would 
be fatal and would make the North- 
western Mutual neither the one nor the 
other. 

Mr. Parsons Comment 

Continuing he said: 

“Whenever the doings of other com- 
panies prompt us to ask the manage- 
ment of our company to do certain 
things in order that we may the more 
easily keep pace with competition, we 
need always to ask ourselves whither 
such changes will lead us and whether, 
in the end, we shall be strengthened. It 
is natural to want to follow the crowd, 


|to go the way of least resistance. It 


takes courage to combat those things 
of popular demand which we believe 
will lead ultimately and logically to dis- 
integration. 

Disability and Double Indemnity 


“In all the experience of life insur- 
ance selling, probably there has nothing 
come into the business that has dis- 
turbed us more in the field of competi- 
tion than the introduction of health and 
accident insurance under the guise of 


‘on these plans. 





‘in form, 


disability and double indemnity. The 
history of the beginning of this element 
as an aid to life insurance selling show; 
that it was first introduced by those 








simply as a business-getting device, 2 
sort of polished nickel-plating just to 
make the plain life insurance look a lit. 
tle more attractive. It has none of the 
benevolent and altruistic purposes of life 
insurance. Many companies which have 
yielded to the popular demand are today 
discouraging its use so far as possible 
The larger and more intelligent buyer: 
of life insurance are not interested. The 
introduction of the health and accidem 












features into the selling of life insurance 
is, to say the least, of doubtful possibili- 
ties. The Northwestern cannot afford tc 
engage in any venture of doubtful char. 
acter. The Northwestern cannot afford 
to doubt. The Northwestern must know 
and knowing, there will then never be 
any question as to how it ought to act, 


Northwestern’s Course Is Set 


“Think what you will of the method: 
of other companies; you may admir 
their enterprise and acclaim their ag. 
gressiveness, yet there is but one cours 
for the Northwestern. We have deter 
mined which way we will travel. Ow 
sails are set in one direction and ow; 
is a charted course. The Northwestem 
must continue to be the chief exponen 
of pure life insurance and to expoun/ 
the doctrines of sound life insurance 
practices. 

“If, perchance, there be any among 
us who do not uphold the conservative 
principles for which we stand and who 
believe in the multiple line system ané 
in the department-store principle as ap- 
plied to life insurance, then let me sa 
to any such in all frankness, they ar 
with the wrong company. 

Adopted New Practices 


“The Northwestern, while conserve) 
tive, has yet been progressive in af 
those things worth while. Study its his- 
tory and you will find it has been neither} 
slow nor unwilling to grant, in response 
to field demands, those things that wert 
inherent in the practices of sound liie 
insurance and which would stand the 
test of experience and sound judgment 
Compare its record with the progres 
of the business generally and you wil 
discover that in many of the importa 
things in practice today it has pioneered 
To catalogue them would take too long) 


here. 
Some Major Movements 


“Let me, however, remind you of? 
few of the major things: 

“August, 1900. Adoption of a neW 
contract containing Options ‘A,’ ‘B’ a0 
‘C’ and the contingent beneficiary pr" 
lege—original with the Northwestern. 

“January, 1899. Adoption of the é& 
ferred survivorship benefit provision. 

“November, 1902. Adoption of corp} 
ration and partnership forms—origi@ 
with the Northwestern and for a lor 
time the only policies designed especia’! 
for business purposes. j 

“March, 1904. Adoption of the du 
income contract. 

“January, 1907. Adoption of a ne 
policy contract containing automat 
loans, paid-up and endowment opto" 
two-year non-forfeiture, absence of Ww 
ranty, non-forfeitable dividends and di 
dend accumulation clause. The Nort® 
western was the first company to adopt 
the paid-up and endowment options 4 
the first American company to adopt 
automatic loans. It was also the M! 
company to pay the dividend regardles 
of premium payments. , sel 

“February, 1916. Adoption of the ® 
ability waiver. 

“January, 1918. 
tract of endowments at 65 an 
In 1922 we issued over $18,000, 
the ‘65’ contracts. a 

“July, 1922. Adoption of the 25 # 
30 payment life plans. During the bs 


half of 1922 we issued nearly $2,000.) 


Adoption of the co 
1 65 Ine 
000 0°) 







j . sede 
“Adoption of a new contract, reves 
with maximum guarante 
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values and greatly liberalized provisions 
until it is justly recognized as the best 
policy contract offered to the insuring 
public by any company. 

“Vice-President Cleary, in a remark- 
able address before this association in 
July, 1921, upon the Northwestern Spe- 
cial contracts, closed with this state- 
ment, ‘Don’t apologize for Northwestern 
practice. Don’t explain Northwestern 
practice. Capitalize it.’ Explanations 
and apologies are always evidences of 
weakness. If your position is weak, it 
is because it is wrong. If your position 
is the correct one, do as Vice-President 
Cleary says, “CAPITALIZE IT. 


Must Have Moral Courage 


“Salesmanship without moral courage 
is spineless salesmanship. If the adop- 
tion of the health and accident rider for 
the purpose of easier selling never did 
anything else, it is worth all it cost be- 
cause it puts fight into us and if we 
haven’t anything worth fighting for, we 
had better close up shop and go out of 
business. Vice-President Coolidge says 
that the greatest disaster that can come 
to any man or country is prosperity 
without character. The greatest disaster 
that can come to the life insurance busi- 
ness will be this everlasting seeking for 
something new under the sun to be 
catalogued as life insurance and sold 
under the guise of life insurance, which 
is not life insurance but only tends in 
its processes to defeat the altruistic and 
beneficent purposes of true life insur- 
ance by making it subservient to the 
selfish interests of those who prostitute 
it instead of exalting it as the greatest 
service to mankind. 


Income Settlements 


“We may forgive the company for 
anything it may have failed to give us 
in response to field demands in that it 
has given us the contract provisions for 
income settlements in lieu of lump sum 
settlements. No field of operation 
spreads so wide over the present or 
reaches so far into the future as the 
Options ‘A,’ ‘B’ and ‘C’ in our policy 
contract. Contemplate their great ben- 
eficent purposes, covering as they do 
the needs of the beneficiaries through 
the second generation with fixed certain 
incomes for life and then, place over 
against that, if you will, the disability 
and double indemnity features with all 
their selfish speculative uncertainties. 
_“The great underlying basic justifica- 
tion for life insurance is protection. The 
possession of a life insurance contract 
may not always mean happiness. If it 
possesses a flaw in its title in the way of 
a disability and double indemnity rider, 
it May mean an option on unhappiness 
because of uncertainties. There is al- 
ways the contingent possibility that a 
life insurance contract containing a pro- 
vision for double indemnity under cer- 
tain conditions may not be paid at death 
without a contest. 

. Agents Are Outer Guard 


“The men in the field stand as the 
cuter guard of the company’s highest 
and best interests. It is our duty to 
Stand four-square against the introduc- 
tion of all those things that are foreign 
to the best interests of the business even 
though they would seem to be neces- 
Sary to our immediate success. We 
must be willing to fight at all times to 
keep the Northwestern true to the prin- 
ciples of sound life insurance. The 
seeker of good life insurance, in the long 
Tun, can be trusted to appreciate and 
value the genuine. He will not travel 
far in the lure of the spurious. 

Must Not Be Impractical 


“In our devotion to idealism, however, 
Wwe must not be impractical. We must 
lave vision but we must not be vision- 
ary. We must visualize the future from 
the Standpoint of practical idealism. A 
Seneration is a long time in the life of 
an individual, but it does not count for 
much in the life of an institution. One 
thousand miles, measured by the terms 
ot travel as we think of it, is a goodly 
“istance, but measured in the terms of 
Marking the distance to the stars, it is a 

















Now More 
Than 
$265,000,000 


In Force 





Yes— 


We Have No Lemons 


Paraphrasing a popular song, “Yes, 
We Have No Lemons” in the form 
of Agency contracts. 


It has always been the ambition of 
The Lincoln National Life Insurance 
Company to make every one of its 
agents a success. 


Each man who takes a Lincoln 
National Life contract is trained in 
the practical field problems of select- 
ing prospects, presenting his appeal 
in the most forceful manner and con- 
ducting his business properly. He is 
backed up all the way along by a most 
efficient Home Office Co-operation. 


Because each Lincoln National Life 
Agent understands the vital interest 
his Company takes in his success he 
is sure that it pays to 
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Lincoln National Life 
Insurance Company 


‘“‘Its Name Indicates Its Character’’ 


Lincoln Life Building Fort Wayne, Ind. 
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The Great-West Life Assurance Company 


A Company of Great Financial Strength 


Winnipeg, Canada 





Figures from the 3lst Annual Report—1922 


Business in Force.... 


Assets 


Reserve 
Paid-up Capital 
Other Liabilities 
Surplus 
New Business 


An Opportunity for Field Men 


Capable and aggressive men of integrity will find un- 
usual scope for success in representing The Great- 
West Life. To men who can qualify we offer very lib- 
Some salaried pesitions are also open. 


eral contracts. 


An Example of Profits to Policyholders 


Actual Result 


20 Payment Life Policy 


Credited 1914 (Dividend $120.75).......cccccccccccccccccees $120.75 
Credited 1919 (Dividend 169.00—Interest $46.95)........... 215.95 
Credited 1923 (Dividend 257.25—Interest 96.30)........... 353.55 
Total Profit Fund 1923 (end of 14th year)..............+.- $690.25 
Amount required to prepay future premiums.............. 659.55 
Balance of profit fund paid in cash to insured............. $ 30.70 


T. MILTON TAYLOR, Manager for Illinois 


715 Marquette Building 


ccccccccecccceseeeees $318,607,146 
senecaccceeseeenssens 49,198,255 Interest 
Terre ee eee ee eee eee Rate 
bevcvccesvesssveccoss 38,803,99 
adensehopsebseresepte 1,000,000 for 1922 
cc ccccccccccccccccees epaaes 
SIIIEIIIII eoSeaaae 7-187 


eeeeeee 


Amount $5000. Issued 1909. Age 29 
Premium $155.00 


140 South Dearborn Street 
Chicago 

















The latest in approved policy forms. 
Disability Annuity Benefits with first payment 


IMMEDIATE. 


Waiver of Premiums without extra charge. 
Double Accidental Death Benefits. 


Sub-standard risks are handled as expeditiously 
as those on standard lives thus insuring to the agent 
a maximum of service. 


Advantageous agency contracts open to men of 
ability and integrity. 
ence not essential. 


CLARENCE E. LINZ 


Vice-President and Treasurer in Charge of Agents 


PHILIP N. THEVENET 
Vice-President and Secretary 


Southland Life 


Insurance Co. 


HARRY L. SEAY, President 
Insurance In Force 
$70,000,000 
Admitted Assets 


$7,500,000 


Previous insurance experi- 


PAUL V. MONTGOMERY 
Vice-President and Actuary 


DALLAS, TEXAS 











SMALL POLICIES ARE 
SOURCE OF INSURANCE 


H. L. Ekern Speaks Before Acci- 
dent and Health School of 
National Life, U. S. A. 





OLD AGE INSURANCE NEED 





Says That There is Vital Need for This 
Line of Indemnity in This 
Country 


“Today the average income in the 
United States is $1,100. Before the war 
it was only $700. This means that the 
average prospect is able to buy a small 
policy, not a large one. The big field 
for business today either with the acci- 
dent and health or life insurance sales- 
man is among the great mass of the 
people. There has been a great deal of 
talk about large policies, but the fact 
remains that the small policies consti- 
tute the bulk of the business being writ- 
ten today.” These points were devel- 
oped by Herman L. Ekern, aitorney 
general of Wisconsin and former insur- 
ance commissioner of that state, in his 
talk before the National Life U. S. A. 
accident and health school Seing held 
in Chicago under the auspices of the 
casualty department. 


Consider Old Age Insurance 


Although the American people carry 
more insurance against death than any 
other people they are the least anxious 
about provisions for old age. The health 
and accident man particularly comes 
into contact with a large number of the 
foreign element. It is an almost univer- 
sal experience that these people are 
considering means of providing for 
exigencies of old age. This fact may be 
explained by the seemingly inexhaustible 
natural resources in America as opposed 
to the great limitations in this respect 
in most countries on the other side. The 
average American citizen feels that he 
will be afforded protection by some 
means or other in his old age. Up to 





the last few years this feeling of assur- 
ance was engendered by the knowledge 
that they could take up a homstead in 
case they ever felt the pinch of necessity. 
Conditions Have Changed 


Conditions are changing rapidly and 
have been changing ever since the in- 
dustrial revolution. The great egress 
from the farming communities to the 
city has limited the income and possi- 
bilities of benefit for elderly people. Life 
companies are foreseeing greater diffi- 
culties in the future and the tendency is 
for them to issue policies which will 
provide for old age. Theirs must be the 
task to lessen the burden of society. 

In the health and accident business 
the most progressive step in this direc- 
tion has been in the issuance of the non- 
cancellable health and accident policy. 
Insurance companies must take these 
steps or the government will take them 
over. Mr. Ekern said that there had 
recently been agitation in the Wisconsin 
legislature on a bill to pay every per- 
son over 70 years of age some sort of 
indemnity. The farmers who form the 
backbone of the country were the prin- 
cipal champions of this bill. Although 
it was not made a law, still it shows that 
the people generally are realizing a 
great problem before them. 


Necessity for Ample Reserve 


Mr. Ekern emphasized the necessity 
of life companies maintaining a large 
reserve. To anyone who understands 
the principle of life insurance the im- 
portance of the reserve is apparent. 

Agents meet with objections from 
prospects that the companies have a 
needless surplus and are minting money. 
The belief among the public uneducated 
in life insurance that this surplus is 
valueless is dangerous. It fosters fra- 
ternal societies which do not keep on 
hand a large reserve and pay their 
claims by means of current premiums. 
They are not able in most cases to take 
care of an unusual contingency. Mr. 
Ekern suggested that the case of these 
fraternal societies was analagous to 
banks which took a chance that they 
could pay Peter out of the money that 
Paul had just deposited. 

There must be enough assets to pay 
back every dollar. In the health and 
accident business there should be 50 per- 
cent of the premiums as reserve money 
on han 

Mr. Ekern told the agents not to de- 





Mutual, 


Office. 


FIELD SUPERINTENDENT 


Address F-4, Care The National Underwriter 





low net cost company desires the | 
services of a high-class organizer, with ex- | 
ecutive ability, to work from and at Home | 
Must have record of successful per- 
sonal production and organizing experience. 

















WANTED 
General Agent for lowa 


TO REPRESENT 


THE MIDLAND INSURANCE COMPANY 


OF ST. PAUL, MINN. 


Liberal Contract to Right Man 
G. K. HENSHALL, Supt. of Agents 
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ride or disparage any other company or 
form of insurance. He said that his ex- 
perience in a political way served to il- 
lustrate this point. “Never let an audi- 
ence know there is anyone running but 
yourself.” Whenever an agent talks 
about his competitor, the prospect feels 
that this man has an axe to grind and 
receives a bad impression. Every form 
of insurance can insist that every other 
form do business on a firm basis. Each 
form should reflect the immutable laws 
of insurance. The health and accident 
business is on a very staple basis. The 
jaws relevant to this branch of insur- 
ance assure continuity and the continu- 
ance of the business to the agent. The 
salesman should strive to deal honestly 
and fairly so that the relations between 
the company and the policyholder shall 
be of the best. 

The insurance salesman is an expert. 
Through his wide experience he is en- 
abled to determine what coverage a man 
needs in every case. He should make 
the necessary inquiry in order to satisfy 
himself that his prospect will receive 
suitable protection. He should not at- 
tempt to sell the man a policy beyond 
his means. His aim should be to sell 
insurance which the man can reasonably 
ay. 

~ Work of the Department 

Mr. Ekern commented upon the work 
of the insurance department. The insur- 
ance department was not instituted to 
settle petty grievances and individual 
cases between the company and the 
claimant. Its function is merely to see 
that the companies operating in the 
state are in a general way pursuing a 
policy prescribed by the state. Indi- 
vidual disputes should be settled in court. 
The greatest difficulties have arisen in 
regard to restricted contracts. A _pol- 
icyholder is not made fully acquainted 
or else has forgotten the provisions of 
the contract and in case of a claim feels 
that he is being dealt with unjustly. 
These problems are being avoided now 
because broader policies are more popu- 
lar than the restricted forms. The com- 
pany which is pursuing an honorable 
policy is eager to settle fairly. The 
agent should realize this and should co- 
operate with the company in settling 
claims. 

Should Not Overpay Claims 


_Many agents through a selfish motive 
side with the claimant whether the lat- 
ter is justified or not. This agent is 
hurting the business. If he does not feel 
that his company is playing fair with 
the claimant he should leave the com- 
pany. However, insurance companies 
are prone to settle claims fairly and 
oiten overdo the matter, for advertising 
Purposes. This oversettlement is not 
good for the business, as it only influ- 
ences crooks to buy insurance and 
brings out the cupidity of human nature. 


Cultivate Insurance Commissioner 


The agent should cultivate the friend- 
ship of the insurance commissioner of 
his state. “Do not try to dictate to this 
commissioner,” said Mr. Ekern, “but 
keep in touch with him and if the agent 
finds any tendencies which he believes 
wrong he should report this to the home 
ofice. For the most part he will find 
the commissioners are good men to deal 
with and he should cooperate with them. 

“He should help the company to re- 
duce losses by teaching prevention of 
accidents. This will enable the company 
to lower the expense.” Mr. Ekern closed 
his address with optimistic remarks on 
the future of the insurance business. 


Frisco Railroad’s Group Policy 


The Metropolitan Life has just closed 
4 group policy with the St. Louis & San 
qancisco Railway Company, whereby 
the 2,500 office employes and officials 
and the 10,000 metal shop crafts and 
eign eeait department workers become 
waeible for insurance at group rates 
> the Metropolitan. Under the plan 

€ railroad will pay 40 percent of the 
Premiums, the insurance ranging from 


$1,000 to $5,000, according to the wage 


of the worker. 










































This is one of a series of messages appearing each week. 
Watch for the one to appear next week. 


























ONE AIM 
ONE PURPOSE 











The great outstanding purpose of old line life insurance is the 







protection of the widow and orphan in case of the death of the insured, 
and comfort for the policyholder in old age. 
this high purpose not kept constantly in view, old line life insurance 
would never have reached its high estate. 








Were it not so and were 












The mere making of money as an ideal in conducting the life in- 
surance business would result in miserable failure. Life insurance as a 
It matters not whether 










profession and a business is a sacred trust. 






premium deposits be made annually, or semi-annually, or quarterly— 







or, as under the Grizzard System, monthly—the aim and purpose is one 
and the same. It is the same old line life insurance, conducted with 
the same high ideals, charted by the same code of ethics, and minister- 
ing to cover the same needs. 















It is our belief that every company and every agency endeavors to 
give the highest service of which it is capable. The Grizzard System 
always upholds the ideal of ‘‘Greatest Service’’ as its beacon light, and 
ever finds renewed justification for its career in its co-operation with those 
who are in the field of spreading the gospel of old line life insurance. 

































Pronounced Griz~ard’ 


SYSTEM 


GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF 
CHICAGO, Incorporated OHIO, Incorporated 


Illinois Merchants Bank Bldg., Chicago 308 Euclid Ave., CLEVELAND 
GRIZZARD SYSTEM OF 16 E. Broad St.,. COLUMBUS 
MICHIGAN, Incorporated Metropolitan Bldg., AKRON 
Ist Natl. Bank Bldg., Detroit Daily News Bldg., CANTON 


GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Illinois Merchant Bank Bldg. 


CHICAGO 

















Send for free 
copy of Radio 
Address on Life 
Insurance by 
James A. Griz 
zard broadcasted 
all over America. 
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PROGRAM OF MEETING 
HAS BEEN ARRANGED 


H, O. Fishback of Washington Is 
Now Head of the Insurance 
Commissioners’ Convention 


LUNING IS VICE-PRESIDENT 


Arrangements Have Been Made for 
Annual Gathering Which Will Be 
Held in Minneapolis 





The executive committee of the Na- 
tional Convention of Insurance Com- 
missioners has unanimously elected H. 
O. Fishback of Washington as pres- 
ident to take the place of Platt Whit- 
man of Wisconsin, who recently 
retired from office. J. C. Luning, second 
vice-president of Florida, becomes first 
vice-president. 


Plans are now being made for the an- 
nual convention in Minneapolis, Aug. 
21-24. A number of commissioners will 
leave New York on the evening of Aug. 
13, going to Buffalo where they will 
be met by a committee from Buffalo 
Association of Fire Underwriters, en- 
tertained at breakfast and then es- 
corted to the boat. They will take the 
boat trip arriving at Duluth the follow- 
ing Saturday. There they will be met 
by committees from the Duluth Under- 
writers Association and will be taken 
on an automobile trip through the iron 
range. They will arrive in Minneapolis 
Sunday evening. 

The program is as follows: 

August 21, 10:00 A. M. 


Meeting called to order. 

Address of Welcome—The Governor of 
Minnesota, 

Address of Welcome—Col. 
Leach, Mayor of Minneapolis. 

Response—John C, Luning, First Vice- 
president. 

Call of States. 

President's Address—H. O. 
president. 

Call of Committees. 


Tuesday, 2:00 P. M. 


Communications and Reports. 

“How Far May States Control or 
Prohibit the Making of Insurance Con- 
tracts by Unlicensed Companies”—Harry 
L. Conn, Superintendent of Insurance, 
Ohio. 

Discussion—Edward Maxon, New Jer- 
sey; George D. Squires, California, and 
Wesley E. Monk, Massachusetts. 

“Coverage of Insurance Companies”— 


Tuesday, 


George E. 


Fishback, 


Clarence W. Hobbs, former insurance 
commissioner of Massachusetts. 
Discussion— Bruce T. Bullion, Ar- 


kansas; Thos, S. McMurray, Jr., Indiana, 
and A. M. Wash, Kentucky. 


Tuesday, 4:00 P. M. 


Automobile ride about Minneapolis 
with dinner at one of the nearby Country 
Clubs. 


Wednesday, 10:00 A. M. 


Communications and Reports. 

“Insurance Ratemaking”’—Francis R, 
Stoddard, Jr., Superintendent of Insur- 
ance, New York. 

Discussion—Thos, J. Houston, Tllinois; 
Ben C. Hyde, Missouri and Frank N. 
Julian, Alabama. 

“Insurance Waste by Giving Credit and 
by Return of Policies Cancelled—Not 
Wanted”"—W. R. C. Kendrick, Commis- 
sioner of Insurance, Towa. 

Discussion—Howard P. Dunham, Con- 
necticut; E. W. Hardin, Oklahoma, and 
Hon. Harvey L. Cooper, Maryland, 

“Issuance of Limited Payment Certifi- 
cates by Fraternal Benefit Societies”— 
John W. Walker, Commissioner of Insur- 
ance, Utah, 

Discussion—Jackson Cochrane, Colo- 
rado; W. R. Baker, Kansas, and Burt A. 
Miller District of Columbia. 


Wednesday, 2:00 P. M. 


Communications and Reports. 
“The Licensing of a Corporation or of 








LIFE AGENCY. CHANGES 




















NEW APPOINTMENTS MADE 


Montana Life Announces a Number of 
Changes—J. H. McCulloch Gets 
the Company at Seattle 


J. H. McCulloch has been appointed 
general agent of the Montana Life at 
Seattle for northwestern Washington. 
Mr. McCullough formerly managed an 
agency in eastern Ontario, handling gen- 
eral lines of life, fire and accident insur- 
ance. He has recently been Seattle 
manager for the West Coast Life, with 
which company he has been connected 
for the past eight years. His territory 
will include the district north and east 
of Tacoma, through to the Canadian 
line. 

The Montana Life announces the ap- 
pointment of Miss Olive I. Beckstead, 
as district agent at Seattle under the 
direction of the J. H. McCulloch Gen- 
eral Agency of that city. She was 
formerly cashier at Seattle for the West 
Coast Life, retiring from that position 
to engage in the insurance business in 
all lines. 

T. K. Baker has been appointed gen- 
eral agent of the Montana Life at Big 
Timber, Mont., for Sweet Grass and 
Stillwater counties. Mr. Baker has here- 
tofore represented the company in the 
eastern part of the Bozeman district. 

George F. Gould has permanenily es- 
tablished himself at Oakland, Cal., as 
general agent for the Montana Life in 
the Oakland district. He was formerly 
general agent at Bozeman. 





R. H. Trabue and R. F. Lawton 


Establishing two separate and dis- 
tinct districts in Louisiana, the Mutual 
Life of New York completed its reor- 
ganization caused by the retirement of 
Edward S. Maunsell as state manager. 
Under the new system New Orleans has 
been separated from the rest of the state 
and placed under the supervision of 
Robert H. Trabue. The outside of the 
city territory is under the management 
of Robert F. Lawton. Mr. Lawton is 
a Georgian. He rose rapidly in the 
company’s service until he became man- 
ager of the branch at Meridian. There 
he built up the business in fifteen 
months to the leading agency in the 
United States and Canada, on a com- 
petitive basis. He will take up his new 
duties with offices here August 1. Mr. 

















Officers and Employes cf a Corporation to 
Act as Insurance Agents or Brokers”— 
J. J. McMahan, Insurance Commissioner, 
South Carolina. 

Discussion—George W. Wells, Jr., Min- 
nesota; Samuel W. McCulloch, Pennsyl- 
vania, and Albert S,. Caldwell, Tennessee. 

“Progress in Fire Prevention”"—W. N. 


Van Camp, Insurance Commissioner, 
South Dakota. 
Discussion—Stacey W. Wade, North 


Carolina; Will Moore, Oregon, and W. 


Stanley Smith, Wisconsin. 
Wednesday, 8:30 P. M. 
Annual “Powwow” of the “Pamunkeys.” 
Thursday, 10:00 A. M. 


Communications and Reports. 

A Letter-Box on Departmental Ruling 
and Problems. 

(Commissioners who have problems 
before them for solution are requested to 
write them out and hand them to the 
Secretary during the Convention to be 
discussed at this session.) 

BDlection of Officers, 


Thursday, 2:00 P. M. 


Executive Session. 
Adjournment. 


Thursday, 4:00 P. M. 


Automobile ride about St. Paul with 
dinner at some nearby Country Club. 


Friday, 9:00 A. M. 


All-day outing, consisting of a boat 
trip down the Mississippi River and up 
the St. Croix River, returning late in the 
evening. 





Trabue has been with the company more 
than thirteen years. His average in- 
surance sales in ten years placed him 
near the top of the company’s list of 
agents. In May, he led them all in the 
United States and Canada. Fred W. 
Hamilton, who has been assistant man- 
os here will be transferred to another 
field. 





Name Several New Agents 


William Bacon, formerly general 
agent of the Bankers Life at Dallas, 
Texas, has accepted the general agency 
of the Central Life Assurance Society 
at Dallas. The Central Life has ap- 
pointed Dr. G. A. Foote general agent 
at Amarillo, Texas. It has also ap- 
pointed E. C. Brizendine general agent 
at Jackson, Tenn.; Price Packwood gen- 
eral agent at St. Louis, formerly super- 
intendent of the Metropolitan at 
Moberly, Mo., and A. R. Marshall gen- 
eral agent at Colorado Springs, Colo. 


Mr. Marshall was formerly with the 
Equitable, of New York. 
Dr. T. C. Denny, secretary of the 


Central Life, says that the business thus 
far this year shows an increase of 48 
per cent over a like period last year. 
About 75 percent of the business written 
is either rural or in the smaller cities 
and towns dependent upon rural condi- 
tions, which would indicate a genera! 
improvement in business, 


B. C. Thurman 


B. C. Thurman has been named man- 
ager of the new Des Moines, Ia., branch 
of the Missouri State of St. Louis. Mr. 
Thurman was formerly a special agent 
of the Missouri State’s Cleveland, O., 
branch office and his promotion to the 
managership at Des Moines carries out 
the Missouri State policy of making 
promotions from within its own organi- 
zation. Mr. Thurman has had consider- 
able experience in insurance and should 
prove a success in his new post. 








Sam M. Cowan 


After many years of active service as 
state manager for the Great Southern 
Life of Houston, Texas, R. H. Oldham 
has retired on account of poor health 
and Sam M. Cowan will now supervise 


the company’s transactions in Okla- 
homa. Mr. Cowan is well known in 
insurance circles. 





A. W. Peake 


The Phoenix Mutual has consolidated 
its Baltimore and Washington offices in 
order to enable L. E. Albert, manager 
of the Washington office, to devote all 
his time to personal production and in 
order that the company might make 
more extensive developments in the 
territory immediately surrounding 
Washington. The Baltimore-Washing- 
ton agency will be under the supervision 
of A. W. Peake, who was formerly a 
salesman in the Phoenix Mutuai’s Buf- 
falo agency and latterly manager of the 
Baltimore territory. 


E. A. Ricker 


E. A. Ricker, until some months ago 
manager of the Equitable Life of New 
York at Salt Lake City and one of the 
best known life men in the state, has 
accepted the agency managment of the 
Pacific Mutual Life in the same location. 


Sherril Fleming 


C. S. Samuel, general manager of the 
Oregon Life of Portland, has announced 
the appointment of Sherril Fleming, of 
Chehalis, as general agent in southwest- 
ern Washington for the Oregon com- 


pany. 








Albert A. Lewis 


Albert A. Lewis, formerly with the 
Prudential, for several years in the in- 
dustrial department and for the past 
year in the ordinary, has been given a 








general agency in the Central Life of 
Des Moines, for Douglas, Sarpy and 
Cass counties, with headquarters in the 
World Building, Omaha, Neb. 





Guardian Life Appointments 


The Guardian Life of New York an- 
nounces the appointment of James W. 
Maynard, as manager at Memphis. 
Morris Haiblum has been appointed act- 
ing manager at the Williamsburg office 
of the Guardian Life of New York. He 
has been connected with the agency for 
the past six years as an agent. E. J. 
Senn has retired from the firm of Krons- 
bein, Senn & Tubbesing, managers of 
the Guardian Life at St. Louis. He will 
enter the general insurance underwrit- 
ing field. Mr. Senn joined the St. Louis 
agency in 1915 as an agent under Henry 
Kronsbein. Three years later he joined 
Mr. Kronsbein in partnership. Later L. 
W. Tubbesing was admitted to the firm. 





George O. Hauge 


George O. Hauge, who has resigned 
as rate supervisor of the state depart- 
ment in Minnesota, has been appointed 
Minneapolis general agent for the 
Lincoln National Life of Fort Wayne, 
Ind. Mr. Hauge has been rate super- 
visor for the past two and one-half years 
and prior to that was in the clothing 
business. He has also been prominent 
politically. 





John Hancock 


The John Hancock Mutual announces 
that hereafter instead of requiring the 
policyholder to make a deposit of his 
contract with the company as security 
where a policy loan is made, he will be 
allowed to keep the policy after the 
necessary notes and papers covering the 
loan have been acted on. The John 
Hancock Mutual states that it believes 
that the retention of the policy by the 
holder will tend to maintain interest in 
the insurance. 


A. R. Kirk 
A. R. Kirk, former football star of 
the University of Iowa and for the past 
two years with the Equitable Life of 
New York, has been appointed district 
agent for the company at Ottumwa, 
where he moved from Cedar Rapids. 





Fidelity Mutual Appointments 


Owen C. Presler has been appointed 
manager of the Fidelity Mutual at El- 
mira, N. Y. Arthur R. Blackstone, 
formerly of Casper, Wyo., has been 
appointed manager of the _ Fidelity 
Mutual at Grand Rapids, Mich. 


Life Agency Notes 


The Standard Life of St. Louis has 
established a branch office in the Majes- 
tic Building, Quincy, Ill. G. W. Buford, 
La Plata, Mo., and G. H. Meyer, Ft. Madi- 
son, Ia., have been placed in charge of 
the office. 


SAY PREUS HAS HAD OFFER 


Report Has It That Governor of Min- 
nesota Is Considering Proposal 
From Metropolitan Life 


ST. PAUL, MINN., July 25.—It 
reported here today that Governor J. A. 
O. Preus has been offered an oificial po 
sition with the Metropolitan Liie at 4 
salary of $25,200. Governor Preus ac 
cording to authentic reports is now ™ 
New York confering with the officials 
on the offer made him. Governor Prews 
was defeated in the race for United 
States senator by Magnus Johnson the 
farmer-labor _ candidate. Governor 
Preus was formerly state auditor a? 
prior to that was insurance commis 
sioner. The Metropolitan Life already 
has a former insurance commissioner 0* 
its official staff, J. V. Barry, fou 
vice-president, who was formerly Mich- 
igan commissioner. 


The Bankers Reserve Life of Omabs 
Neb., has been admitted to do busine 
in Maine. 


















presen 
$1,000, 
special 
the co 


were a 
sistant 
Hemp! 
cipal a 
Singlet 
preside 
spiratic 
the par 
Other 
ley, sec 
acciden 
third vy 
insuran 
B. Y. 

Braniff, 
Finley, 
Life at 
urance 
presides 
Ahead.” 
ager of 
Dt Port 











Both 
essions 
lorning 
Argum 
ales” 
Making 
ussions 
ittsbur 
ity; K 
Vaddell 
ewark: 
NV. B. H 
Innati, 
us. Or 
nd thei 
rip up | 
tday af 
Pp of M 
luir W 
Pectacul 
arty sta 
Bg whil 
acific CC 
acations 





In 
Life ir 
Are citi 
2 1n writ 
ge rang 
omparat: 
MCe in o 
ept inta 
Cure a 
woman 
ere is a 
agents 
States be 


me to ta 


meral ey 











e firm. 


signed 
lepart- 
ointed 
r the 
Vayne, 
super- 
f years 
lothing 
ininent 


ounces 
ng the 
of his 
ecurity 
will be 
ter the 
ing the 
e John 
yelieves 
by the 
rest in 


star of 
he past 
Life of 
district 
‘tum wa, 
pids. 


nts 


ypointed 
| at El- 
ckstone, 
is_ been 


Fidelity 


juis has 
» Majes- 
Buford, 
‘t. Madi- 
1arge of 


OFFER 


of Min- 
posal 


e 


5.——It is 
nor J. A. 
ficial po- 
jie at 4 
reus ace 
; now m 
officials 
or Prews 
P United 
nson the 
Governor 
litor an 
commis- 
> already 
sioner of 
fou! 

iy Mich- 


f Omahé 
business 












July 26, 1923 





LIFE INSURANCE EDITION 








HAD RALLY ON COAST 


COMPANY OFFICERS PRESENT 





Quarter Million Club of Missouri State 
Life Hold Annual Meeting in 
San Francisco 





SAN FRANCISCO, CAL., July 23.— 
With an attendance of 200 in the party, 
the Quarter Million Club of the Missouri 
State Life has just closed what the 
oficers of the company declare the most 
successful meeting of the prize produc- 
ers since the inception of the club. The 
party arrived in San Francisco on 
Thursday morning last week on a spe- 
cial train of 10 Pullmans and two diners 
and proceeded at once to the Fairmont 
hotel. Thursday afternoon was devoted 
to an automobile tour of the city. 


President Singleton Opened Program 


The business sessions were opened by 
President Singleton Friday morning. 
Vice-President T. F. Lawrence presided 
over the business sessions thereafter. 
They were welcomed to San Francisco 
by a representative of the mayor and B. 
F. Vondamm, manager at San Francisco, 
who, during the course of his welcome, 
presented the officers with more than 
$1,000,000 of business as a result of a 
special drive during the week preceding 
the convention. The numerous details 
were attended to by W. L. Randall, as- 
sistant to the vice-president, and Charles 
Hemple, home office cashier. The prin- 
cipal addresses were made by President 
Singleton and W. Frank Carter, vice- 
president, both being replete with in- 
spiration regarding life insurance and 
the part it plays in the life of the nation. 
Other speakers were Major J. J. Crow- 
ley, second vice-president, in charge of 
accident business; Henry Reichgott, 
third vice-president, in charge of group 
insurance; C. O. Shepherd, actuary; Dr. 
B. Y. Jaudon, medical director; E. A. 
Braniff, manager at Tulsa, Okla.; Arthur 
Finley, manager of the Union Mutual 
Life at San Francisco, on “Business In- 
urance”; and T. F. Lawrence, vice- 
president, on the subject “Looking 
Ahead.” Joseph H. Gray, associate man- 
bger of San Francisco, and Roy Denny 
bt Portland, Ore. 


Have Sales Discussions 


Both Friday and Saturday business 
essions, which were confined to the 
lorning, featured ten-minute talks on 
Arguments That Have Helped My 
ales” and “Constructive Methods of 
Making and Closing Sales.” These dis- 
ussions were led by Horance H. Bell, 
ittsburgh; F. J. McCaslin, Kansas 
ity; K. B. Korrady, Chicago; C. E. 
Vaddell, Detroit; Ernest D. Finch, 
ewark; W. H. Porter, Los Angeles; 
NV. B. Harn, Toledo; L. S. Cramer, Cin- 
mnati, and James A. Maddox, Colum- 
us. On Friday afternoon the members 
nd their guests were treated to a boat 
rp up San Francisco bay and on Sat- 
tday afternoon they were taken to the 
p ot Mt. Tamalpais and then through 
luir Woods, the home of California’s 
Pectacular red woods. Most of the 
arty started eastward on Sunday morn- 
& while some will remain on the 


aciic coast for several days longer on 
acations, 


Insurance Sold to Women 


Lite surance men in some of the 
in Cities say that they have succeed- 
4 ne women of rather advanced 
~ anging from 55 to 63 years for 
y pernd large amounts of insur- 
as Noogel that their estates may be 
ooh act at death. It is difficult to 
mang large amount of insurance on 
we op. of advanced age. However, 
pad. strong argument to be made 
bates o to women who possess large 
~~ scenes of the demands at death 
eae axes, administration expenses, 
expenses and so on. 











Selling From The Heart 











RosBertT H. BEARD 


INSURANCE -ANY KINO - ANY WHERE 
PHONES: HARRISON: 0670-067!1-0672- 8104 





> . 
or Chicago ROOMS 6!13-6!15 INSURANCE EXCHANGE 


17S JACKSON BLVO 


June 19th, 1923 


Dr. E. G. Simmons, Vice-President & General Manager, 
Pan American Life Insurance Company, 
New Orleans, U.S.A. 


Dear Doctor Simmons: 


On behalf of our Organization, 
please accept our thanks for a wonderful Convention. 
To my mind it was a success from every angle. 


In Chicago, unfortunately, Agents 
do not get as close to Company Officials as they do 
in the Country. There is more of a coldness that no 
one likes. To know the social side of Officials of a 
Company for whom we sell insurance is a privilege. It 
puts us in a position where we can sell from our heart 
as well as our mind. It helps an Agent to get the right 
attitude in his dealings with his Company. 


I want to again assure you that we 
have a sincere personal interest in the welfare of the 
Pan-American, and this Agency is going to be 4 real 
asset to the Company. 


Thanking you and the other Officers 
again for theentertainment and courtesies extended, I 
am 





Cordially 
BEARD INS 


RHB: CW 








We have a few General Agency Openings. Our contracts are liberal 
Address 
E. G. SIMMONS, Vice-President and General Manager 


AN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U.S. A. 
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Trade Journal Advertising 


Ir is true that there are some success- 
ful companies which do not advertise in 
the worth while insurance papers, but it 
will usually be found that these compa- 
nies or their managers have been unduly 
prejudiced against the insurance papers, 
possibly by reason of nagging and un- 
business-like solicitation on the part of 
small and unimportant papers which 
really have nothing to sell, but which 
over-exaggerated the importance of 
even thes best papers. These companies, 
because they were not properly ap- 
proached and handled, became extreme 
in their opposition to all insurance pa- 
pers and perhaps became all the more 
determined to succeed without their aid. 
This, of course, is quite possible and it 
would be very foolish to make the claim 
that even the best circulated insurance 
papers are more than merely one of the 
factors in the success of a company. 

Leaving out, however, the cases of un- 
due and extreme opposition to the trade 
press the average successful company 


and progressive management will be 
found using the advertising columns on 
a business basis; and it is very inter- 
esting to note that companies which for 
some reason or another fall behind, be- 
come old fashioned, which have lost 
their prestige in the field, or companies 
which are weak and have never gotten 
properly started, will invariably in their 
new progressive platform include a pro- 
gram for advertising in the weil con- 
ducted insurance papers having the 
larger circulation. There are a few old 
companies which still understand insur- 
ance journalism in the terms of 25 or 
30 years ago whose boards have a tra- 
dition that they will not advertise in 
the trade press and which have adhered 
to this policy through the years; these 
companies are today less prominent and 
smaller factors in the business than 
they would have beea had they used the 
legitimate channels of publicity and ex- 
pansion available to them through the 
columns of the insurance papers. 


Outgrewth of Fraternal Insurance 


Ir is a rather interesting fact that the 
famous order, the Ku Klux Klan, which 
has been revived within the past few 
years, is the outgrowth of fraternal insur- 
ance. Both “Emperor” Srmmowns and the 
first big organizer, CLARK, were fraternal 
organizers for years of the WoopMEN oF 
THE Wortp and no doubt got most of 
their ideas from their work in fraternal 
insurance. The system used in developing 
the Ku Klux Klan is being fully ex- 
posed, or explained, in a series of articles 
now running in the “World’s Work.’ 

The story tells that W. J. Simmons, 
now the “emperor” of the Klan, conceived 
the idea of reviving it some years ago, 
took out a charter, opened an office in 
Atlanta and tried to get members. He 
was not very successful as an organizer 
and the order was in a state of coma, 


when Epcar Younc Crark, who had been 
running the SouTHERN Pusticity Asso- 
CIATION, a business devoted to booming 
towns of the south, etc., saw in the Ku 
Klux idea the possibility of a big expan- 
sion, with proper organization. He made 
a contract with Simmons by which he re- 
ceived $8 of each $10 of the initiation fee, 
started a lot of organizers to work on 
a purely commercial basis, and in a short 
time was rolling in wealth. SrmMowns, 
himself, who received the remaining $2, 
also became wealthy. 

The interesting fact to insurance men 
regarding the Ku Klux is that it is 
the outgrowth of fraternal experience and 
the fraternal system and that both Srm- 
MONS and CLARK gained their experience 
and inspiration in the work of a fraternal 
order, the W. O. W. 


Life Insurance as a Benefaction 


THERE is no more effective means of 
arranging a benefaction for hospitals, 
churches, colleges and other worthy 
institutions than through life insurance. 
Life insurance can be taken out on 
some person’s life, the premiums paid 
annually and at death or maturity of an 
endowment a goodly sum of money is 
available for a worthy institution. Life 
insurance has contributed much to the 
creation of an estate for persons and 
there is no reason why it should not 
be used to a greater extent for provid- 


ing gifts to an institution that one de- 
sires to remember. 

The money which is paid out 
annual premiums on this policy is ex- 
empt from income tax provided that it 
and other annual gifts for charities do 


in 


not exceed 15 percent of one’s net 
income. 
Fame knows no short cuts. The home 


run hitter must touch four bases. 


CLEAN your desk every day and you'll 
be better prepared for tomorrow’s budget. 





William R. Baker, superintendent of 
insurance, has been appointed a major in 
the Kansas National Guard. He was 
given his commission last week by R. 
Neill Rahn, adjutant general. Major 
Baker formerly was in the insurance 
business in Rosedale and when the world 
war broke out organized a company for 
the Kansas ammunition train of the 
Rainbow division. He went overseas 
and was promoted from captain to 
major. He was appointed assistant 
superintendent of insurance and then re- 
tired to join the actuarial forces of the 
Liberty Life and then was elected super- 
intendent of insurance. Under his com- 
mission he will be in command of the 
114th squadron of the Kansas cavalry 
organization. 

First place in the low gross score 
event of the annual golf tournament 
held in connection with the 47th annual 
meeting of the Association of Agents 
of the Northwestern Mutual Life was 
won by Arthur B. Sweet of Chicago. 
Mr. Sweet turned in a score of 76 on 
cards of 37-39 after a day’s play at 
the Blue Mound Country club grounds. 
He was just one stroke ahead of Louis 
Weinhagen, Milwaukee defending cham- 
pion who turned in cards of 39 and 
38 for a 77 low gross score. Sweet was 
runner-up in last year’s play, in the 
same event. 

Agents from all parts of the coun- 
try made up the field of 78 golfers that 
participated in the events. It was the 
largest field in the history of the an- 
nual tournament. 

Lowest net honors on odd holes was 
captured by E. R. Rockwell, Chicago, 
with a score of 43, while first place for 
low score on the eighth, ninth, tenth, 
eleventh and twelfth holes was won 
by N. L. Hoyt of Chicago who called 
the turn on a tossup to decide the tie 
between him and G. Forsee of Kansas 
City with a score of 18. 


— 


Herman Duval of the Northwestern 
Mutual Life’s New York City force 
ranks next to Dr. C. E. Albright as 
the second leading representative of the 
company for the past year. Let no 
one think however that this record was 
accomplished by writing a few large pol- 
icies. The list of Marathon Club mem- 
bers of the Northwestern includes only 
those who have written 100 or more 
lives during the year ending June 30. 
Mr. Duval is way up near the top of 
that list, headed by Bert C. Nelson of 
Peoria. 

C. I. Hitchcock, president of the “In- 
surance Field,” has been elected to the 
board of directors of the Inter Southern 
Life, this being the first appointment to 
a board of directors that Mr. Hitchcock 
has accepted. Among others elected at 


the special meeting last week were 
James F. Ramey, former insurance 
commissioner of Kentucky; Ellsworth 


Regenstein, formerly superintendent of 
public inspection for Kentucky and now 
general agent for the Inter Southern in 
Ohio, M. M. Parish, formerly of Ken- 
tucky and now state agent of Florida; 
and J. W. Potter, president of the Coal 
& Iron National Bank of New York 
City. At the same meeting John F. 
Holland, formerly assistant secretarv, 
was elected treasurer and Charles B. 
Nordeman was named to fill the 
vacancy left by Mr. Holland, who suc- 
ceeds the late John H. Leathers. 

Forty men from the R. O. Becker 
General Agency at Peoria are attending 
the 65th annual meeting of the North- 
western Mutual Life at Milwaukee this 
week. 

On Tuesday Mr. Becker gave a round 
table luncheon at the Pfister Hotel in 
Milwaukee for his agents. On Monday 
evening, at the Marathon dinner, Bert 
Nelson was presented with a magnifi- 
cent solid silver loving cup on account 
of having placed life insurance on the 








BERT C. NELSON 


greatest number of lives of any of the 
6,000 agents employed by the North- 
western, during three consecutive years. 

Mr. Nelson started to work in the 
Becker Agency three and one-half years 
ago and since that time has averaged a 
application per day. He has sold insw- 
ance to 900 people and lost only tw 
by death in that time. In addition t 
his work in the Northwestern Mutual 
he has insured about 100 in other con- 
panies, chiefly women and sub-standard 
risks, 

Alfred T. Richards, of the agency of 
Richards & Thompson, died at his home 
in Hartford recently. He was 80 years 
old at the time of his death. Mr. Rich- 
ards was general agent of the Connecti- 
cut Mutual Life from 1883 until 1913 
when the agency was taken over }) 
Richards & Thompson of which he wa 
senior partner. He was one of the best 
known insurance men in Hartford and 


was one of the organizers and first 
presidents of the Connecticut Lite 
Underwriters Association, He is re 


puted to have sold $100,000 worth o 
life insurance in one Hartford family. 
_ President Henry S. Robertson of the 
Connecticut Mutual Life paid the fo! 
lowing tribute to Mr Richards: “M: 
Richards was a well loved and a é& 
servedly beloved citizen. A fine min 
and excellent sense of humor made hia 
a delightful companion. He possessté 
in marked degree cheerfulness ant 
courage and high principles. For th 
past 40 years he was connected with th 
held work of the Connecticut Mutu! 
Life and performed valuable servitt 
All of his business associates and 4 
great many other persons had a strong 
affection and high regard for Mr. Ric 
ards and he will be greatly missed ¥ 
them.” 
+4 


John C. Maginnis, president of 
Eureka Life of Baltimore, is makitt 
fine progress toward recovering ir 
his recent serious accident. He 
badly injured when an automobile * 
which he was riding was struck by? 
trolley car. Mr. Maginnis has s0 4 
recovered that he was able to lea™ 
the hospital and is now at his hom 
but with one of his shoulders still * 
a cast. 


John P. Hird, of Shreeveport, !™ 
died last week. He was agency 
tor of the New York Life of Shree® 
port, having assumed his office Janu@! 
1911. He started as an agent, Janu 
1897 and in 1902 was made agency © 
rector at Forth Worth, Tex. W hen 
company withdrew from that state,’ 
Hird moved to Kansas City where” 
acted as organizer for a short time ©) 
ing transferred to Nashville where ” 
became agency director in Oct? 
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1907. In 1922 the paid for business in 
the Shreeveport Branch amounted to 
$4,389,000. During the first six months 
of this year the Shreeveport office has 
paid for $3,360,000. Mr. Hird was af- 
fectionately known as “Uncle John,” to 
his numerous friends. 


Clarence N. Anderson of Des Moines, 
general agent for the New England Mu- 
tual Life for Iowa and South Dakota, 
has been elected chairman of the board 
of trustees of Des Moines University of 
Des Moines, of which he has been a 
trustee for several years. 


Roy F. Clendenin of the Northwest- 
ern Mutual Life at Paris, Ky., has 
broken the record of the company so 
far as number of lives paid for in one 
month are concerned During May Mr. 
Clendenin reported and paid for insur- 
ance on 120 lives for the month. His 
previous record had been 84% lives for 
single month. Mr. Clendenin did not 
win the presidency of the Marathon 
Club of the Northwestern, whose mem- 
bers surpass a certain record in the 
way of number of lives insured during 
the vear. However, he made a record 
for May that is worth noting. 


Alan S. Ingersoll of the Mutual Ben- 
efit’s Chicago agency closed a couple 
of advanced age cases this last week 
for large amounts. One a woman of 
65 for $200,000 and another for $320,000 
on the life of a man of 67. Excep- 
tionally good physical condition of the 
last applicant seems to have minimized 
the usual difficulties with cases of this 
age. 

The Adam A. LeFor Agency of the 
Montana Life is unique in the fact that 
it comprises all closely related male 
members of one family. Adam A. Le- 
For is president of the LeFor State 
Bank of LeFor, the Farmers State Bank 
of Dickinson and the Farmers State 
Bank of Gladstone, all located in Stark 
county, N. Dak. The business of the 
several banking institutions which he 
controls is directly handled by his 
nephew, Nick A. LeFor. Mr. LeFor is 
a leading citizen of North Dakota. 


D. N. Warters, assistant actuary of 
the Bankers Life of Iowa, married Miss 
Lurene Ledds, who has been associated 
with the same company. The young 
couple are on their honeymoon in Win- 
nipeg. 


Organizing New Chicago Company 


E. G. Brazier is organizing the United 

Life & Trust in Chicago with offices 
im the Century building. Mr. Brazier 
was formerly connected with the old 
German Mutual Life of Chicago and 
has been associated with other insur- 
ance enterprises. It is the purpose of 
this cempany to purchase other life 
Companies and consolidate them. 


American National Figures 


The American National of Galveston 
Passed the $200,000,000 mark in paid 
lor insurance in force June 30. The 
ordinary business amounted to $69,994,- 
637 and the industrial, $130,077,862, The 
new paid for ordinary the first six 
months amounted to $12,523,752 and the 
industrial, $39,066,390. This is a gain 
ot $15,701,652 when compared with the 


dn six months of last year. The or- 
Mary gain was $3,668,785. 

Life Notes 
we J. Midthun of Wisconsin Rapids, 


local agent for the Mutual Trust 
et Chicago, was host to fellow 
conat Sof the company from central Wis- 
in — cities at a district meeting held 
And 8 offices at Wisconsin Rapids. H. W. 
moerson, home office representative of 
company, addressed the meeting. 
eratomas L. Cameron, son of D. N. Cam- 
Mutu Seneral agent for Northwestern 
ein Life of Oshkosh, Wis.. and Miss 
quietin E. McCabe, also of Oshkosh, were 
and at married in Milwaukee last week, 
State ter a honeymoon tour through the 
coil make their home at Oshkosh. 
tn ‘hencron is associated with his father 
© Cameron agency. 





WORKING OUT PROGRAM 





TENTATIVE OUTLINE PRINTED 





High Lights of Chicago Convention, 
Sept. 5-7, Given in Prospectus 
Just Out 





NEW YORK, July 25.—An incom- 
plete and tentative program of the con- 
vention of the national association to 
be held in Chicago Sept. 5-7 was pub- 
lished today at New York headquarters. 
The subject, “Practical Methods of In- 
creasing the Amount of the Average 
Policy,” will be opened by Darby A. 
Day; address by Dr. John A. Stevenson, 
Equitable of New York “Fundamentals 
of Professional Life Underwriting”; 
“Getting Prospects From Old Policy- 
holders,” opened by William M. Duff 
and led by Robert L. Forman; “General 
Methods of Getting Prospects,” by 
Warren C, Flynn; “The Pre Approach” 
by Griffin M. Lovelace, New York 
University; “Delivering a Selling Talk” 
by C. J. Rockwell; “Preliminary Courses 


on How to Start Selling,” John A. 
Stevenson, Equitable; “Field Instruc- 
tion” by Elmer S. Albritton. Under 





“Securing and Maintaining Cooperation 
of Old Policyholders,” demonstrations 
will be given by James M. Bloodworth, 


J. W. Bishop, A. C. Larson, W. B. 
Burrus and George L. Dyer. Singing 
will be led by W. G. Eisenhauer. The 


printed program emphasizes repeatedly 
that reading of papers will not be per- 
mitted. It contains much interesting 
information and is included in a book- 
let of 56 pages. 


Continental Plans Convention 


The annual agency convention of 
the Continential Life of St. Louis will 
be held at Hotel Statler, St. Louis, on 
Aug. 20 and 21. About 50 agents are 
expected to attend. The speakers will 
include J. Allen Fiske of the St. Louis 
Agency of the Aetna Life. 


Claims Funds Are Confiscated 


Representative Thomas of Oklahoma 
announces that he will introduce a 
bill in the next Congress seeking to 
guarantee to the public “the full bene- 
fits under all insurance policy contracts.” 
Mr. Thomas claims that life companies 
have confiscated thousands of dollars 
because of lapsed policies. He declares 
that the policyholders are not getting 
what is due them when a policy lapses. 
Commenting further Mr. Thomas said: 





“The money held by the companies con- 
sists of funds which rightfully belong 
to the estates of unfortunate persons 
who permitted their policies to lapse af- 
ter making a sufficient number of an- 
nual premium payments to give their 
policies a paid up or extended insurance 
value.” 


Louisville Office Leads 


Louisville has a substantial lead in 
the race between the National Life of 
Vermont's offices in that city and Buf- 
falo to see which will write the largest 
amounts of paid premiums for the year 
1923. The standing at present is Louis- 
ville, $56,120.84; suffalo, $32,931.73, 
leaving this city $23,189.11 behind. 
These totals were figured to June 30, 

In a recent letter, H. A. Vidal, head 
of the Buffalo office, congratulated 
Charles A, Cravens, head of the Louis- 
ville office on his report for six months 
and said that he was far from giving up 
the battle, although he admitted that 
his office had a fearful handicap to 
overcome. 


John L. Fox, general agent of the Old 
Line Life at Fond du Lac, Wis., has 
moved into new offices in the Commer- 
cial National Bank building, which has 
just lately been completed. His offices 
are well planned and beautifully ap- 
pointed. The formal opening of the 
building took place Saturday. 
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' Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 2 to 60. 
Policies for substantial amounts (up to $3,000) for Chil- 
dren on variety of Life and Endowment plans, thus 
enabling parents to buy all of the Family’s insurance 
on the Ordinary, i.e. Annual, Semi-annual or Quarterly 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Dis- 
ability features for Males and Females alike. 

Standard and Substandard Risk Contracts, i.e. less 
work for nothing. 


THE OLD COLONY LIFE 
INSURANCE COMPANY 


of CHICAGO, ILL. 


The Company has its Home Office in its own building 
at 166 W. Jackson Blvd. running through to Quincy and 
Wells Street, right in the heart of Chicago’s Financial 
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GENERAL AGENT 
WANTED FOR 


Cincinaati, Ohio 
Chattanooga, Tenn. 
Grand Rapids, Mich. 
Roanoke, Va. 

New Orleans, La. 
Rockford, Ill. 

Des Moines, lowa 
Sioux City, Iowa 
Topeka, Kans. 
Missoula, Mont. 
Helena, Mont. 











Five Per Cent 


Our rate of interest paid on dividends 
_ with the company and on trust funds 

has been raised from 44% to5%. This 
together with the increased schedule of 
dividends paid to policyholders makes it 
possible for our representatives to give 
unusual service to clients. 


Address in confidence 
O. J. LACY, 2d Vice-President, in charge of Agencies 


The Minnesota Mutual Life 
Insurance Company 
St. Paul 
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C.A. CRAIG, Presivent 
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W.S. BEARDEN, Secry.-TREas. ' 
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Organization 
Methods 


A. HOPF AND COMPANY 


MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Personnel 
Main Office: 40 Rector St., New York 


Equipment Standardization 
Modern Office Planning 


Western Office: 327 S. LaSalle St., Chicage 
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INDIANA 


“LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 
AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 


KENTUCKY 


ILLINOIS IOWA MICHIGAN 


MISSOURI NEBRASKA 














PREDATORY PLUNDERERS 
PREY ON THE PUBLIC 


Many Get-Rich-Quick Concerns 
Are Fleecing the People of 
Their Earnings 


MARKET WEAK SECURITIES 


Life Insurance Looms Up Today More 
Strongly Than Ever in Its Security 
and Strength 





NEW YORK, July 25.—Life insur- 
ance men cannot fail to appreciate that 
there is a world of unsound investments 
being marketed these days. The 
trouble with investments in many en- 
terprises is that the securities are sold 
on the basis of a hopeful and optimistic 
outlook of the concerns involved, but 
not enough account taken of what 
President Harrison B. Smith of the 


George Washington Life, in his new 
book on life insurance calls “the day of 
trial,” which comes to all men and hu- 
man enterprises. 

‘here is only a small percentage of 
the industrial concerns now doing busi- 
ness in the country from which it would 
be safe to buy stock and set it aside 
without looking at it for 25 years. Even 
five years would see a big change in a 
very large percentage. The better the 
stock or security, the more closely it 
is held by “the men who know.” Start- 
ing at the top with the bond invest- 
ment houses and going down to the 
stock salesmen who, by hook or crook, 
get 50 percent of the proceeds of the 
stock sale, there is a great grist of un- 
sound investments, the average of 
which will not make good. These are 
the securities which are being pressed 
upon the buying public both by per- 
sonal salesmanship and through the 
mails. 

Cleveland Discount Company 

Cleveland Discount Company, which 
sold many millions of its stock to the 
public, and maintained expensive sales 
offices in various cities, using as it 
claimed “life insurance methods,” and 
professing to furnish a much better in- 
vestment than the life insurance com- 
panies do, is a good illustration of the 
sort of thing which the public is dearly 
paying for. The R. L. Dollings Com- 
pany, which in a way is a sort of parent 
organization of the Cleveland Discount 
Company in that it was under Mr. Doll- 
ing that Josiah Kirby, president and or- 
ganizer of the Cleveland Discount Com- 


pany, received his training, is another 
large concern of similar character 
which is now in trouble under the 


usual charges. Suits against both con- 
cerns for receiverships are now pend- 
ing. There are undoubtedly a lot of 
other concerns with more or less similar 
plans of organization which will strike 
the rocks sooner or later. Take the 
Dollings and Cleveland Discount con- 
cerns. Without taking the trouble to 
make a detailed investigation of their 
plans, it is understood that in general, 
their plans were to finance weak or 
small industrial concerns needing 
money and to charge them a large 
price for the service. 


Would Furnish the Brains 


The Dollings Company went so far 
as to profess to furnish brains for the 
management, as well as money to run 
the business. It would make an “analy- 
sis” of the concern’s business, decide 
what was needed to make it successful, 
and supply the needs, in men, organiza- 
tion and money. Anybody who knows 
anything about real business-building 
knows that an organization such as 
that, which is likely to be promoted by 
a lot of stock salesmen and manipulat- 





ors, has not enough brains to supply 
management and ideas for a single or- 
ganization, to say nothing of many. 
Of course, there would be some con- 
cerns in the list which would succeed, 
especially for a time, with the aid of 
the increased capital, but in the long 
run it is inevitably a case of clumsy 
and inefficient financing and manage- 
ment. 
“Hot Air” the Chief Factor 

On the one hand, the concern sends 
its high pressure stock salesmen out to 
prey upon the public with lavish prom- 
ises of dividends, securing their money 
at a heavy expense, and on the other 
charging a usurer’s price for the capital 
furnished and the services alleged to be 
rendered. In other words, we have a 
lot of “hot air” artists who are work- 
ing the game both ways, some of whom 
may possibly be honest in their inten- 
tions, but they certainly do not under- 
stand the fundamentals of good busi- 
ness. These men who ought, and un- 
der a different state of society would be 
forced, to engage in some useful and 
productive occupation, imagine them- 
selves big business men, and really do 
engage in big business—on other peo- 
ple’s money. When the _ inevitable 
crash comes, they have “salted away” 
enough to take care of their own per- 
sonal fortunes, and the public and the 
corporations which they have “helped” 
hold the bag. 

“Get Rich Quick Wallingford” 


Perhaps the greatest theme in Amer- 
ican fiction was that dealt with in the 
“Get Rich Quick Wallingford” series, 
by George Randolph Chester. There 
is a story to the effect that R. L. Doll- 
ings was the original of “Get Rich 
Quick” in Chester’s stories. Years ago 
Chester was editor and Dollings busi- 
ness manager of a story and household 
magazine published in Cincinnati, 
which failed for a large amount. Ches- 
ter once said that Dollings could think 
up more schemes for selling gold dol- 
lars at ninety cents than any one he 
ever knew. Dollings built up the maga- 
zine by appealing to people of the Cath- 
olic faith, and got it up to large propor- 
tions when it was discovered that the 
deficit was so great that no one could 
be found to make it up, and the maga- 
zine failed. Dollings then went into 
the promoting game, organized a life 
insurance company in the days before 
the blue sky law was in effect, and it 
is said, made a profit of $50,000 or $75,- 
000, which gave him his stake. He 
next organized a pretzel company at 
Hamilton, Ohio, which, it is understood, 
was a success. 


Wanted to Consolidate Companies 


It is an interesting fact that Dollings 
after organizing the life company, tried 
to run it, but failed miserably, and after 
a considerable loss in the surplus had 
been sustained, he was gotten out, and 
after real life insurance men had taken 
hold it gradually built its way into pub- 
lic favor. Yet Dollings later had the 
nerve to propose a consolidation of all 
the younger Ohio life companies, and at 








Commercial 
Life Insurance Co. 


Kansas City, Mo. 
“‘Heart of America” 


F. H. UEHLING, President 


We offer an Agency Contract 
whereby the Agent grows with 
the Company. Two District 
Agencies open in Missouri. 

tockholdersall over the State 
who co-operate with the Agents. 
We furnish you a lineup where 
you can sell your paper. 

Write for full particulars. Our 
special Bank contracts are bus- 
iness getters. Write 
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| Oo. L. HOLLAND 


Vice President-Agency Manager 
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one time it looked as though he might 
make progress with this idea. 

Josiah Kirby, who afterwards im- 
proved on Dollings’ methods and went 
to Cleveland and promoted a large 
number of enterprises, including the 
Cleveland Discount Company, was 
Dollings’ leading salesman. Quite a 
number of other promotion concerns 
were offshoots from the original Doll- 
ings outfit. Another Dollings enter- 
prise was a 50,000-acre ranch in Flor- 
ida for which large amounts of stock 
were sold, and which Dollings tried to 
run himself. Like the other businesses 
which he attempted to manage, this one 
got into trouble by the suit-for-receiver- 
ship route. 


Many Promoting Plunderers 


The plain fact is that the country to- 

day is infested with a lot of incompe- 
tent, extravagant and unsound “busi- 
ness men” and promotors, who do not 
know the first thing about running a 
business properly and who are spend- 
ing other people’s money in their en- 
erprises. These men should be hold- 
ing clerkships at small salaries under 
oper guidance and control. 

Think of this state of affairs in 
Philadelphia, as revealed by a dispatch 
from that city under date of July 15: 

“More than 12,000 share-holders of 
the R. L. Dollings Company in this 
ity and vicinity are awaiting the out- 
ome of court action taken Saturday by 
Solumbus, Ohio, stock-holders who 
eek to place the company in receiver- 
hip. Residents of Pennyslvania and 
ections of New Jersey and Delaware 
are said to hold more than $15,000,000 
{ the preferred stock of the company. 
he amount of stock sold to 80,000 per- 
ons in the United States aggregates 
75,000,000.” 

Went Out for “Easy Money” 


It is unfortunate that so many of 
hese promotions and unsound business 
nterprises proceed from men who at 
one time or another were engaged in 
he insurance business, but who left 
he legitimate field of insurance for 
easy money” to be gained by preying 
bn the general public in stock selling. 
tis true that they were inefficient in 
he insurance business and were never 
uccessful insurance men. They did 
hot understand even the first principles 
bt sound salesmanship, much less of 
business management, and could not 
make a living selling good insurance. 
pome of them were not actually dis- 
onest, only ignorant. Most of them 
ere “smooth.” The insurance busi- 
bess 1s well rid of them, but it has cost 
me public a pretty penny to maintain 
em on “the scale of living to which 
ey have been accustomed.” 


Big Talk and Big Figures 


They are the men who talk in big 
gures but do not like to work. They 
re “Get Rich Quick Wallingfords,” 
ery one. They occupy the limelight 
Dr a short time, and for a time perhaps 
azzle people like themselves. The 
usinéss world is full of them today 
nd they are the chief cause of the 
igh cost of living. They are the sort 
middle men whom the public is try- 
§ to cut out, but without much suc- 
ESS. Publicity and a sound education 
the public as to what makes for true 
siness success are the only remedy. 


No Speculation in Life Insurance 


Life insurance men selling life insur- 
Pei honestly managed companies 
in as much as any other influence 
hey a the public to put its money 

a sound business enterprises. The 
own held by the life insurance 
ne tes are all sound. They are pro- 

* aa State law, and taken as a class 
co ae the best investments the 
y has to offer. The investment 
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in life insurance cannot bring a large 
interest return; any agent who tries to 
compete with large returns in other 
fields of investment is not representing 
his business properly. Life insurance 
performs a function in connection with 
investment which makes a_ certain 
amount of it desirable to every one. It 
is a form of protection against specula- 
tive investment itself. Mr. Smith, 
quoted previously in this article, speaks 
of the “day of trial” which comes to 
everyone, It is a well known fact that 
all good business men, and especially 
men of wealth, recognize that the real 
test is this “day of trial,” which is 
seldom taken into account by the pro- 
moters of speculative investments. 
Mr. Smith in his book says: 


Harrison B. Smith’s Comment 


“It is well known that a large pro- 
portion of American millionaires carry 
large amounts of life insurance. This 
has been explained as a precaution 
against temporary embarrassment of 
their estates during the preliminary 
period before their administrative ap- 
pointees can yet begin to properly func- 
tion, also that it provides funds for 
other taxes. I do not think this fully 


explains the attitude of these men to- 
wards life insurance, nor would it ap- 
ply to that larger class ranging from 
the financially independent to the well- 





















































Exceptional Opportunity 
For the right man 


A strong, substantial, well established, Middle West, Old Line Life 
Insurance Company, over thirty years old and with one hundred mil- 
lions of insurance in force, is about to inaugurate a policy of expansion 
and is in need of a strong and able man to take charge of the agency 
organization and to direct its enlargement. 


The company has laid the foundation broadly, securely, and con- 
servatively. It is generally recognized as being one of the best and 
strongest companies in the country, for its age and size. It writes 
both participating and non-participating insurance. Its policies and 
contracts are up to date and it is entered in territory stretching from 
coast to coast. 


This is a job which requires a big man who will be rewarded accord- 
ing to his merits and the results achieved. 


In your first letter give your age, experience and record of previous 
achievement, together with references. All correspondence will be 
treated as strictly confidential. 

Address E-81 
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SALESMEN 


What amount of business can you write? 
What commission are you worth ? 


Iwill pay the highest commissions obtainable in the Ordinary 
Life field to high grade experienced men and women. 


The peak of your percentage is limited only by’your capacity to 


get business. 
M. J. HIGGINS 
General Agent 


PEOPLES LIFE INSURANCE COMPANY 


PEOPLES LIFE BUILDING, RANDOLPH & WELLS 
CHICAGO 








AMERICAN LIFE 
REINSURANCE CO. 


OFFICES 


DALLAS, 411-415 Magnolia Building 
CHICAGO, 29 S. La Salle St. 











Prompt Service From Both Offices 
Maximum Security to Treaty Holders 
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A. C. BIGGER FRED D. STRUDELL BERT H. ZAHNER 
President Secretary Chicago Manager 
MORTON BIGGER 
Assistant Secretary 














of Chicago 


now occupies its new home in 


where with its increased facil- 
ities, it is the more prepared 
to adequately serve its policy- 
holders, agents, and friends. 


New Home Office Address: 


THE CHICAGO TEMPLE 
Clark and Washington 








MUTUAL TRUST 


LIFE INSURANCE COMPANY 


THE CHICAGO TEMPLE 


CHICAGO ILLINOIS 




















to-do. John Wanamaker, a multi-mil- 
lionaire and a prudent, wise and yet 
conservative man of business, gave 
other reasons. He thought that the 
mutability of human affairs made pro- 
tection against the “day of trial” ex- 
pedient for the man of wealth as well 
as for those in less fortunate circum- 
stances. He also felt that having pro- 
vided through life insurance both lib- 
erally and beyond all possibility of mis- 
hap for his wife and children, he could 
then conduct his business with absolute 
freedom of action and conscience.” 


Mulect the Smaller Cities 


The menace of the unsound invest- 
ment is no longer confined to any class 
or to the large cities; it is widespread. 
Here is a dispatch from Hamilton, 
Ohio. The two counties referred to are 
rural counties, with no large cities in 
them: 

“Hamilton, Ohio, July 30—Ina report 
completed today by the Butler County 
Investment Service, it was found that 
investors in this county alone have lost 
$1,400,000 in poor investments. The re- 
port states that salesmen of poor in- 
vestments are unusually active in the 
smaller towns and communities of 
southern Ohio.” : 


SEES BENEFITS FROM AUTOS 





Figures on Production of Pleasure 
Cars and Mortality Ratio Cited 
to Show Relation 





Figures which have been compiled 
comparing the growth in the production 
of passenger automobiles and the in- 
crease in life expectancy indicate that 
there is possibly some relation between 
these two factors and insurance com- 
panies are inclined to believe that the 
motor car js to a certain degree res- 
ponsible for the longer lives now en- 
joyed by people in this country. From 
1912 to 1922, the years of greatest 
growth of the automobile industry, the 
expectancy of human lives showed the 
greatest increase, increasing practically 
nine years in that period, or nearly one 
year of life for each calendar year. In 
that “cacao noo period motor car produc- 
tion has risen from 356,000 in 1912 to 
2,287,000 in 1922 and 1923 promises to 
pass all previous records. _From 1903 to 
1913 the expectancy of life increased 
only about two years, motor car produc- 
tion being very slow during that period, 
this further carrying out the thought. 
The comparative figures which have 
been drawn up on this subject are as 
follows: 


Production Life Ex- 
of Passenger pectancy 
Cars Years Years 

Re ee 1922 48.66 
DEED ccsnéeveceeeseat 1921 47.81 
| See 1920 46.96 
REE KRdseedesseendue 1919 46.11 
DE i4A60006000000% 1918 45.26 
SEER wtecesesvecsenn 1917 44.41 
DEE #02<éseaacastax 1916 43.56 
0 ere 1915 42.71 
DEEMED ©ncescceccceves 1914 41.86 
DED ecrdcteseseenen 1913 41.01 
Dy tives teweaoedae 1912 40.16 
DEES wsnwesooncneoes 1911 39.88 
DD cacceasesanewes 1910 39.60 
EER Svecceawes ee 39.32 
DED vecenesedonenee 1908 39.04 
Ee «bendenceancese 1907 38.76 
BEE sescccccunseues 1906 38.48 
DED svacececnseseas 1905 38.20 
DEE wessevcensceses 1904 37.92 
DEED ctessivevessees 1903 37.64 


Wisconson Agency’s House Warming 


Approximately 3,000 policyholders and 
friends visited the offices of the John L. 
Fox insurance agency at Fond du Lac, 
Wis., on the occasion of the opening of 
the splendid new suite of offices of the 
agency. Souvenirs were given to all 
visitors. The Fox agency holds the Fond 
du Lac general agency for the Old Line 
Life of Milwaukee and several officials 
of that company were present, including 
Secretary John E. Reilly and wife, Ac- 
tuary L. C. Cortwright and wife, Assist- 
ant Actuary J. Marshall, Agency Instruc- 
tor Frank Davenport and wife, Field 
Superintendent J. J. O’Brien and wife, 
and General Agent G. J. Hansen. 








serve basis. 


MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested 


— le who have written the 
Difice yy Tesormation. 
Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 


Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 


Walter LeMar Talbot, President 


A few agency openings for the right men 
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| “THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
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COMPANY 


We will insure the whole family! | 
Any plan, any age, either sex! | 


This is a service our men 
appreciate these days 


If it appeals to you, write 


HOME OFFICE 


DES MOINES .°2.T. Bidg.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA | 











MR. AGENT! 


Do you care for QUALITY, not | 
SIZE? Age, Sound Experience, | 
Low Cost, a Splendid Record for | 


70 years? 


Then why not take a General 


Agency in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
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Orville Thorp of Dallas Tells Some 
Ways That Life Insurance Protects 
Values in Home and Business 


RVILLE THORP of Dallas, Tex., 
O general agent for the Kansas City 

Life and former president of the 
National Association of Life Underwrit- 
ers, addressed the Junior Chamber of 
Commerce in his city last week on the 
subject “Life Insurance—An Economic 
Force.” Mr. Thorp said in the course of 
his address: 

Modern life insurance service relates 
itself very closely to the economic needs 
of the American people. However, in or- 
der to get a proper vision of its relation- 
ship we must consider life insurance 
service in terms of man’s needs, with his 
general life purpose as the background. 


What Is Life Purpose 


What is man’s life purpose? We could 
cover pages in specifically defining the 
question. However, for the purpose of 
our discussion, probably a more simple 
statement will not only suffice, but be 
more definite and comprehensive. Man’s 
life purpose is to acquire property with 
which he may establish a home and a 
business, and from the fruits of this 
property provide for his family and him- 
self. He also desires property that he 
may help humanity with it, and, finally, 
he desires to leave this property to his 
heirs intact. 

_ The acquisition of property, because 

it is the one and the only thing that 

will help man provide for his wants and 

needs, is the individual’s big objective. 
How Property Is Acquired 


There is but one way, eliminating in- 
heritance, of acquiring property, and 
that is through invested capital. Capital 
can be had legally in only two ways: 

1. By inheritance which affects only 

a small percentage of people. 

2. By earning it through developing 
and capitalizing our individual life 
values. This method affects every 
progressive worker. 


Life Value Capital 


We are concerned but little with capi- 
tal which has its source of inheritance, 
but every heart throb of the nation is 
stimulated or retarded by conservation 
or waste of life values. The national 
and international stream of commerce 
1s propelled largely by the life value cap- 
tal of our progressive workers. The 
business of our nation, state and com- 
munities, is made possible largely by 
this type of capital. The social, political 
and Scientific progress of the age is, in 
the main, determined by this source of 
Wealth. It is the big, outstanding thing 
of life. Compared to it all other physical 
or material things are of minor signifi- 
cance because the most valuable thing 
had life is a human life. It is a well 
—— fact that its power and possibili- 
nn almost beyond our ability. to 
as a and this is all made possible 
tales y, because of man’s ability to capi- 
" _ is life value, obtain credit on it, 
nd establish himself and his family in 


a soci : . 
— and business way because of its 


Man’s Life Purpose 


baane’s life purpose contemplates es- 
~ hee a home and a business, help- 
a, amanity, and leaving an estate in- 
< a to do this requires that he use 
ane ee as his capital stock. It 
“sec is real working capital on the 
cone of which he plans, builds, bor- 
wed oney and develops all the issues 
~~ “ing out of an active life. However, 











ORVILLE THORP 


in going on through with our illustra- 
tion we are confronted with a serious 
business problem. John’s capital stock 
on which he is operating for Mary and 
the children, himself and humanity, is 
all subscribed, but not all fully paid. It 
requires good health plus his life ex- 
pectancy to fully pay up this life value 
stock. If John lives and continues to 
enjoy good health, all is well—the com- 
pany will be completed and its business 
finished. 
May Be Blotted Out 


But this valuable life which is the 
foundation stone ef our capital stock life 
value company—this greatest of all 
forces—may be blotted out over night, 
in which event the entire program which 
John has mapped out under his life pur- 
pose is destroyed, the values are all lost 
and, unfortunately, the brunt of the blow 
strikes at his dependents and his busi- 
ness associates first, but even so, society, 
generally, comes in for a part of the 
loss. It is here in this condition that life 
insurance steps in and provides for a 
completion of John’s life program and 
sets up a system of indemnity which 
prevents the concentration of losses in 
one family unit, but instead it spreads 
the losses out so that organized society, 
with its millions, absorbs the losses 
without hardly feeling it. 


Tie Up Life Purpose to Value 


To effectively serve John we must tie 
up his life purpose to his life value. 
John must be made to realize that to 
properly measure the value of human 
life requires that we deal in large fig- 
ures—large because of its great possi- 
bilities. However, from an economic 
standpoint, in considering the economic 
losses sustained when a valuable life 
goes out, we are vitally interested in the 
measures that are being made today of 
the life values of the Johns of America. 
Judgments are constantly being awarded 
on an ever-increasing scale, based on 
the value of a human life, all of which 
are most timely to consider in connec- 
tion with our discussion. 


Conspicuous Cases Noted 


In reviewing a large number of cases 
settled during 1922, some of them in the 


Great Republic Life Insurance Company 


LOS ANGELES, CALIFORNIA 


Many Agents are Doubling their Production through Sale of 
the Company’s New 20-Payment Life Policy. 


Liberal First Year and Renewal Contracts offered 
to Field Men of High Character and Ability. A few 
General Agency openings now available. For full 
information write to nearest address shown below: 


HM. S&S BRIDGEWATER, Manager, 
Centred Department, 
1951-62 Railway Exchange Bidz. 41 Dallas County State Bank Bidg. 
Seint Louk, Ma. Dallas, Texas. 


W. H. SAVAGE, Vice-President and Agency Director 








1867 EQUITABLE LIFE 1923 


INSURANCE COMPANY 


OF IOWA 


A Co of Stabili d Progress, 
- ety ~~ Likerality 
Admitted Assets Insurance in Ferce 
i Pi icinedeseseodeed $12,431,725.00 $ 67,326,327.00 
SS 2 Seer rey er 44,995,738.00 313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


For information regarding agencies 
Address:—Home Office: Des Moines 











Nearly 1 '4 Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 
Jan.1,1913 Jan.1,1918 Jan. 1, 1923 
Assets seseeeees$ 6,695,921 $ 14,008,422 $ 34,017,031 
Policies in Force..... 432,711 759,448 1,403,546 
Insurance in Force.. 61,484,358 115,099,897 296840278 
Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President |§ CINCINNATI, OHIO 
Organized February 23, 1888 
























MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 


Unexcelled policy contracts, efficient life insurance serv- 
iee, and a net cost that is notably low—these are three 
of the reasons why the name Massachusetts Mutual is 

nonymous in the mind of the insuring public with all 
that is best in life insurance. During the seventy-two 
years of the Company’s history its policyholders have 
ever been its loyal friends and its enthusiastic advertisers. 


JOSEPH C. BEHAN, Superintendent of Agencies 
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My Little Old Man 


you recall the jingle, of course, with its 
pathetic wind-up— 


“I had money and he had none, 
And that’s the way the trouble begun.” 


A very common way for trouble to begin. 
And do you really blame the old woman? 
Think of a man so far along in life that 
you could call him old—and yet without 
money? 


Surely you will not end that way. Surely 
you will not have someone making just 
complaint because they have to support 
you. You are quite positive you will never 
end like that. 


But, maybe, the old man felt sure at your 
time of life. He was earning then; living 
comfortably, supporting his wife, doing, 
perhaps, the very things that you are do- 
ling. His trouble started in the way many 
et it start. He failed to think of the future 

and the harbor Endowment Life Insurance 
provides for old age. Are you starting 
trouble? If you are, port your helm. Steer 
for Endowment Life Insurance. 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 

















Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of New York was the first American legal 
reserve life insurance company to pay cash dividends. For more than seventy-five years 
it has consistently made dividend returns to policyholders, and, except for an occasional 
slight decrease in schedule, has maintained an upward trend in its returns. 


” tm 1922 the Company paid in dividends’ to policyholders $30,046,105. 


Its dividend scale for 1923 was increased from 7 to 10% (according to plan and age), 
and i+ has set aside for 1923 dividends to policyholders $32,832,839, equalling about 4% 
of the amount of 1922 premium receipts. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 
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court house, and some by compromise 
settlement, the following conspicuous 
cases were noted: 

a. Switchman killed; earning about 
$200 per month. Family received 
judgment of $35,000. r 

b. Brakeman, age 28, earning $140 
per month, killed. Family received 
judgment of $27,500. 

c. Brakeman, age 31; 
per month, killed. 
judgment of $29,000. ; 

d. Freight conductor, age 46; earning 
$145 per month; permanently dis- 
abled. Judgment reridered for $20,- 
000 on account of loss of earning 
power, or the money value of life. 

e. Engineer, age 34; earning $200 per 
month; killed. Family given judg- 
ment of $32,900. 

f. Fireman, age 32; earning $70 per 
month; killed. Judgment rendered, 
$12,000. 

g. Brakeman, age 36; earning $175 per 
month. Lost both arms. Railroad 
paid $25,000 on account of loss of 
earning power. 

h. Brakeman, aged 29; earning $90 
per month; killed. Judgment ren- 
dered in favor of wife and children, 
$16,000. 

i. Fireman, age 30; earning $75 per 
month; killed. Judgment rendered, 
$18,000. 

j. Freight conductor, age 34; earning 
$215 per month. Judgment ren- 
dered, $35,000. 


Value Can Be Conserved 


The question we should ask John is— 
“What difference does it make whether 
the life was terminated by a railroad 
wreck or by pneumonia? The economic 
loss to the family is the same is each 
case.” The family and John’s entire life 
purpose loses the value of his earning 
power for life. This value can be con- 
served in favor of the interests depend- 
ing upon it by the proper use of life 
insurance service. 

These settlements, by way of indem- 
nifying the beneficiaries, were not made 
on account of the loss of love and af- 
fection, but because of the loss of earn- 
ing power. John’s earning power, mul- 
tiplied by his expectancy, determines 
his life value. This loss would be an 
economic loss to his family and _ his 
estate. From an economic standpoint 
the progressive Johns of America, with 
their large earning power, should be 
more vitally concerned over the eco- 
nomic loss of human life and the rela- 
tionship of life insurance service to it 
than is now manifested. 


Life Value Important 


earning $185 
Family given 


If the life of a switchman, age 28, 
earning $175 to $200 per month ‘is worth 
$35,000, and an engineer, age 34, earn- 
ing $200 per month, is worth $32,900, 
and the brakeman, age 36, earning $175 
per month, is worth $25,000, and the 
freight conductor, age 34, earning $215 
per month, is worth $35,000, etc., what 
is a life worth economically, at an av- 
erage age, earning $5,000, $10,000, $15,- 
000 and up to $25,000? If the juries 
and the courts in our land can take a 
man’s expectancy, his income and on a 
reasonable assumed rate of interest de- 
termine that he has a life value of so 
much, and award a verdict to his ben- 
eficiaries accordingly, then isn’t it time 
that we tie life insurance up to man’s 
life value as a direct economic force 
so that when properly used it will op- 
erate as a means of indemnifying ben- 
eficiaries against the loss of this great 
life value through the death of pro- 
viders. It is certainly very clear that 
a man’s life purpose, his life value, and 
the -proper conservation of same form 
the background of life insurance serv- 
ice and, therefore, establishes such a 
direct relationship between man’s life 
value and life insurance service that 
the service does become an economic 
force when tied up to man’s life pur- 
pose and his life value in that it helps 
to conserve this greatest of all values. 


Specific Study of Man’s Needs 
It is not sufficient for us to consider 


the service in its general terms. If we 
are to enable it to become a real eco- 





nomic force in the lives of the Amer, 
ican people, then we must tie it up t 
what they are trying to do in a specifi 
way. This we can do through a spe 
cific study of man’s needs, and the ap. 
plication of life insurance service 1 
these needs. There are many thing 
which man needs that can be provided 
by life insurance service, but for the 
purpose of our discussion we need t 
consider but two general groups: 
Home Group Is Considered 
A 
Needs which group themselves aboy 
the home. 
1. To clean up with the world. 
Every progressive man has a fey 
local incidental bills outstanding mog 
of the time, and provision should 
made for taking care of these, together 
with expenses of last illness, such x 
funeral, doctor, hospital and nurse bilk 
The amount of this item wil depen 
partly upon the individual’s station 
life. Suppose you ask your prospec 
this question: “Have you attended th 
funeral of any friend, similarly situate 
as yourself, and if so, do you knoy 
what the expenses of the  funerd 
amounted to?” Undertakers generally 
report that the funeral expenses of th 
average progressive man amount to 
$1,200 to $1,500 and from that on w 
Therefore, a policy as a clean-up fun/ 
from $2,000 to $3,000 is needed. 


To Provide for a Home 


2. Provide for a home. 

Providing for a roof over the family 
is a most important thing. In fae, 
next to providing an income for the 
family, it is probably the most impor] 
tant need. If a home has been pur 
chased and there is a mortgage agains 
it, place a special policy to kill ths 
mortgage. In event a home has ne 
been purchased, and especially, wher 
there are children in the household, take 
out a policy making the proceeds pay- 
able monthly for a sufficient amount to] 
pay the rent on a house or an apart 
ment for, say ten to fifteen years, there 
by providing for a roof over the family 
while the children are being educated 
This is a vitally important step, on 
that every man should seriously cor 
sider. Mary will have problems enougi} 
to rear a family and keep the home fire 
burning without having to provide ic) 
a household. ‘ 


Endowment for the Home 
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3. Endowing the home. 

This is probably the largest and mos 
outstanding need in the affairs of evel 
family. Food and clothing are abs¢ 
lutely essential to maintaining lie) 
There exists in every home, and espt- 
cially where there are children, th 
need for a sufficient income to enable 
the mother to provide for clothing th) 
children, keeping them in school, loo 
out for their education and thousands « 
other little needs that come up throug! 
the entire period of their developmett 
Where the home provider is take? 
away, leaving the mother with depent 
ent children, a situation develops tht 
is most trying. There is a period from 
the death of wages in the going of Joht 
to that time when the oldest child w!_ 
begin to earn, let’s say from 17 to # 
vears of age, which is most critic 
This period has been well described * 
“crossing the chasm period.” A month! 
income policy providing for a sufficient 
income to meet the needs of the family 
while the children are being educatt 
is, therefore, imperative. But it is 0 
sufficient to stop there. John did ™ 
marry the little wife promising to ta* 
care of her as long as he lived, but ® 
long as she lived and, therefore, ™ 
additional policv should be providec 
which will give Mary an income on © 
vond the educational period of the chir§ 
dren, so that she may be independet"§ 
and live out her life in comfort a] 
ease. 










Education for the Children 


4. Educating the children. | 
If Tohn has provided for a roof ove) 
the family, and has also endowed the 
home. then Mary will be able to e 
with the children through high scho® 
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But John and Mary had the benefit 
of a college or university education, 
and certainly their children should have 
nothing less. Therefore, an educational 
policy for each of the children, for a 
sufficient amount to cover their ex- 
penses for four years in a college or 
university is needed. After they finish 
high school that is an imperative need. 
The government estimates that an edu- 
cated man is worth $40,000 more than 
an uneducated man and, therefore, when 
the father takes out a policy for $5,000 
to provide for John Jr.’s course through 
Harvard, he is making him a present of 
an estate worth $40,000. . 


Provision for Old Age 


5. ash for old age. 

The records of human life are such 
that it should inspire every man to 
make provision for his old age when 
only five out of one hundred men are 
getting to 65 years of age with sufficient 
funds to take care of them. It cer- 
tainly should be a warning for every 
man to look out for his own future. 
If the individual adopts the life insur- 
ance program for the home as herein 
recommended and is fortunate enough 
to live to 65 years of age, then he will 
be financialy independent because the 
accumulated reserves on the total in- 
surance carried will provide sufficient 
funds to take care of himself in financial 
independence during old age. 


Business Group 


Needs which group themselves about 
business, bequests and estate hazards. 

1. To protect business interests. 

It has been well said that every good 
business is the lengthened shadow of 
some one man. We find that in all cor- 
porations or co-partnerships that some 
one man or at most a very small-group 
of men constitute the real backbone of 
the business. They are the “king pins” 
in the set-up of the structure. They 
evolve business policies, look after cred- 
its, attend to marketing facilities, and in 
a sense they constitute the real business 
outside of a routine execution of busi- 
ness policies. Such men are worth more 
to the business than is represented in 
their salaries and, therefore, the business 
has an insurable equity in their lives. It 
is now quite the general practice for 
big corporations and co-partnerships to 
carry large policies on their “king pin” 
men in favor of the business. 

Will Guarantee Credits 


9 


2. To guarantee credits. 
_ Volumes could be written on this sub- 
ject. It has been well said that credit 
is based on the three C’s—Character, 
Capacity and Capital. The general tend- 
ency of banks, trust companies, whole- 
sale houses, money lenders, etc., to 
tighten up on credits is manifested 
everywhere. In the formula of the three 
8, two of them, namely, character and 
Capacity, can be lost in death, and they 
are by far the most important factors 
m securing credit. Probably the great- 
est student of credits that our nation has 
— was Mr. J. Pierpont Morgan. 
jolla 'y before he died he was asked the 
= a question: “W hat is the most 
— rtant thing you consider in extend- 
Tig sea His answer was “Char- 
apd all odds the most important.” 
od lerefore, most timely that where 
rome are extended to an individual or 
en 1°. individuals, that a sufficient 
pone Rage life insurance be carried to 
be a le two factors: namely, Capacity 
— ee so that in the event they 
oe through death, the life insurance 
ve there to pay the bill. 
Bequests Provided For 


natincusands of men throughout | the 
aa os “ste to endow colleges, univer- 
ri . phanages, hospitals and various 
thee —e. and they provide in 
spell : is that a certain amount shall 
tion. U : this, that or the other institu- 
henenn, ww we are seeing these 
the in. s | aap se in many cases through 
ane a S of estate hazards or through 
‘aie i comennS the will, and in 
it ac ny ways. How much better 
he ic . e for the decedent, while 

's still living and in command of his 















Rockford Life Insurance Co. 


Francis L. Brown, Secretary and Manager Rockford, Illinois 


ILLINOIS 
Territory open in: INDIANA 
IOWA 

















MUTUAL LIFE OF ILLINOIS | 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 
Am Old Lime Legal Reserve Life Insurance Company 
A Company of Service 
Service te Policy Holders Service to Agents Service te the Publie 
Operates under the Famous “Registration Act” which requires the reserve on every policy issued te be deposited 
and held in Trust by the Insurance Department of the State 
Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 
} A few good openings for good live producers im [lincis. Correspendence Invited. 
H. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres. and Actuary OR. J. R. NEAL, See. 














49.11% 


of the new business issued by the Northwestern Mutual Life Insur- 
ance Company in 1922 was upon applications of members previously 
insured in the Company. 


Its Policyholders Repeat 


The assignable cause for this is found in the Northwestern business policy of 


Careful Selection Efficient Management No Rebating 
No Foreign Business Liberal Policy Contracts No Twisting 
Insuring Only Males Low Expenses Civil Service for Agents 


Low Death Rate Purely — Clean Business Methods 


Safe Investments No Brokerage Low Net Cost 


THE NORTHWESTERN MUTUAL 
LIFE ‘<2 INSURANCE 
Milwaukee Cc Oo M P A N Y Wisconsin 














STATE OF OHIO 


To the man who can qualify, we will offer an Old Fashioned General Agency Contract that 
means money. Experienced management, superior Policy Contracts, progressive field 
and Home Office methods are at your service. 


Address Century Life Insurance Company 
Indianapolis, Indiana 
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Incorporated 1871 


Life Insurance Company of Virginia 


Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from 
$12.50 to $1,000.00 with premiums payable weekly. 


Condition on December 31, 1922: 


ED Py ER ie Ae PPLE I Oe ee $ 32,633,933.05 
EE I A bet Re aS ee eer re 28,512,821.50 
EE EEE EI IE AE POT ETT 4,121,111.55 
a eT ar 230,322,163.00 
Payments to Policyholders Sy OR: FR ee eee ae 2,331,155.50 
Total Payments to Policyholders since Organization ........... 30,051,860.92 


JOHN G. WALKER, President 








THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh **peja.cs" Pittsburgh, Fa 








TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 
Executive Offices Wichita, Kansas 








Acacia Mutual Life Association 


Insurance Issued in 1922....... Paid for on a $ 39.000.058 


in in Insurance in Force.....( “ “ “ ).... 462, 
Insurance in Force 12-31-22..( “ “ “™ )...... 122,685,100 
elt ikea reteh indketbdgeaibetndeestusnoones 6,828,345 
Femavense im Asset). ...ccccccccccccccccccccccccescccces .214,8 
Emovence im Surplus... ......0cccccccccccscccvccccccecs 431,446 
PROTECTION FOR MASTER MASONS 
Low Net Cost Masonic Service 


A Satisfied Field Force 





William Montgomery, Pres. Homer Building, Washington, D. C. ; 














OF OES MOINES, IOWA., 


We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of Iowa. 











2% ot ae 0 oes C1 @) VA oe 4) ] 0) os ee = 1 @ 1] © 


©) The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT s*° MONTHLY INCOME INSURANCE 


sla teea@a LATEST POLICIES AND AGENCY CONTRACT Ba‘Uad aE 
Openings OHIO, IND., KY, MICH, and W. VA. Write Cohumbue 














property, to take out a sufficient amount 
of life insurance, to cover the bequest 
which he wishes to make to an institu- 
tion, and pay the premiums on that in- 
surance out of his assets. In most cases 
from 3 percent to 4 percent of the inter- 
est earnings on the amount of the be- 
quest which he desired to make would 
provide sufficient life insurance to cover 
the entire amount of the bequest by life 
insurance. 


Illustration Is Given 


As an illustration: Suppose a man de- 
sires to leave $50,000 to a college. In- 
stead of arranging for his administra- 
tor to sell $50,000 of his assets to pro- 
vide for this bequest, let him invest that 
$50,000 in good securities. That can be 
done on the basis of at least 6 percent. 
This would provide an income of $3,000 
per year. 

“Let us assume the man is forty-five 
years of age. The average annual net 
premium on $50,000 ordinary life policy 
would be about $1,500 per year. This 
would be anproximately 3 percent in- 
terest earnings on the $50,000 assets 
which the donor expects to give to this 
institution. Therefore, he could take 
3 percent of the interest earning on this 
$50,000 and purchase $50,000 of insur- 
ance with it which would pay over to 
the college $50,000 in cash immediately 
upon his death and leave the $50,000 
assets in his estate intact.” 

Life insurance can be used most ad- 
vantageously to cover all forms of be- 
quests which people desire to make, and 
by using it avoid losses in litigation and 
other inroads which tear up wills and 
also make great inroads into the actual 
estate left by the decedent. 

4. To provide sufficient cash to en- 
able the estate to carry on. 

Every progressive builder should look 
ahead and provide sufficient cash for his 
administrator to operate his estate as a 
going concern until same has been sat- 
isfactorily liquidated. By so doing the 
saving to his estate would in most cases 
amount to far more than it would cost 
the decedent to have carried a sufficient 
amount of life insurance to provide the 
estate with this ready cash. 

Provision for Estate Hazard 


5. To provide for estate hazards. 

There are three of them with which 
every estate builder is confronted. The 
federal estate tax which amounts to 
from 1 percent to 25 percent of the total 
estate, less an exemption of $50,000. The 
state inheritance tax, which, in the 
state of Texas, amounts to from 1 per- 
cent to 6 percent on the entire estate, 
less an exemption of $25,000 where the 
estate is inherited by direct heirs. To 
the collateral heirs and strangers, the 
rate is substantially increased, and the 
exemptions reduced, and last, the cost 
of administration. These three items 
are making great inroads into estates of 
our American builders, amounting to 
from 18 percent to 25 percent of the 
estate where the estate amounts to as 
much as a half million and over. 

In providing a suitable line of poli- 
cies to cover the various needs grouped 
about the family it frequently happens 
that the same policies used to provide 
for these earlier needs can also be re- 
tained and used to provide for the later 
needs, such as bequests and estate 
hazards. Frequently policies taken out 
for business purposes, such as business 
insurance, credit insurance, etc., can be 
converted by and by to cover other 
needs which develop later on in the 
builder’s career. 


Must Present Service Clearly 


If we are to help the American people 
do what they are trying to do with life 
insurance service, then we must so 
clearly present our service that it will 
dovetail into the life purpose of the in- 
dividual in such a way that it does in 
reality help him do exactly what he is 
trying to do. It is only by this method 
of service that we may hope to elevate 
the life insurance business to that high 
plane where it will be properly appre- 
ciated by the American people, and the 
agents pho present it as being real 
agents of service. 

Life insurance is co-operation—it is 
the public organized. Thousands of in- 





THE PENN MUTUAL 


is national in the scope of its operaticns. 
It is individual in the service that it 
renders to its members and to its field 
representatives. 

Back of your independence it is ready to 
stand as an economic bulwark. 


The PENN MUTUAL 


Life Insurance Co. 


Independence Square _ Philadel; hia 











ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 








343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 








A. GLOVER & CO. 


* Consulting Actuaries 
Life Insurance Gacountente 
Statistician: 
29 South La Salle Street, Chicago 
Successors to Marcus 
Consulting Actuary 








OHNE. HIGDON { Actuaries & Examiners 
OHNC. HIGDON } £0 Sete" cinta 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bidg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








DERIC S. WITHINGTON 
Ay Ne G ACTUARY 


949 B 
Tel. Walnut 3761 DES MOINES. 1UWA 








T. J. McCOMB 


COUNSELOR AT 
CONSULTING ACTUARY 

Premiums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exami- 
mations Made. Policies and all Life In- 
surance Forms Pupesed. The Law of 
Tasurance a Specialty 

Colcord Bldg. OKLAHOMA CITY 








J H. NITCHIE 
ACTUARY 


1523 Association Bldg. 19S. LaSalle St. 
Telephone State 4 CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








‘ BLYOUNG 
* CONSULTING 
ACTUARY 
AND ACCOUNTANT 
D. R. McLurg, Associate 


430 PETERS TRUST BLDG. 
Omaha, Nebr. _ 
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The Accumulation Policy 


is a combination of insurance 

and investment in a new sense. 
Specimen Rate 

Age 35....... $31.90 per $1000 


The continued payment of the 
rate creates increasing benefits 
each year. As a seller it has n0 
competition. Write us about it. 
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New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 
tive. 
Unusual contracts to agents. 
Several splendid agencies 
open in Iowa. 
Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 
Burlington, lowa 








Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incerporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


J.C. MAGINNIS 
President 


J. BARRY MAHOOL 
Vice-President 


J.N. WARFIELD, Jr. 
Secretary-Treasurer 


DR. J. H. IGLEHART 
Medical Director 








HOME LIFE INSURANCE Co. 
New York 
WM. A. MARSHALL, President 


The Sra Annual Report shows: 
H Temiums received during the year 1922.$ 17,369,835 
‘ayments thir " — 


Claims, Endow- 


ments, Dividends, Etc 
. etcuteskssnces 5,400,769 
Apemnt added to the Insurance Reserve 
Mi TEE. "i°ssncchstusnceaheonusoebass 2,206,762 
sen erent Income from Investment... 2,110,922 
— in excess of the amount 
uned to maintain the reserve.) 
Actua Mortality experience 52.87% of 
Ingen amount expected. 
—y 3 232,163,052 
EY Winsinbdineccctockucks 46,253,715 


‘ FOR AGENCY APPLY TO 
w. A. R. BRUEHL & SONS 
era anagers 
wntaes and ~~ Ohio and 
ern Kentucky 
Rooms 601-606 The Fourth Nat. Bank 


Building 
CINCINNATI, OHIO 


HOYT W. GALE 
General Manager for Northern Ohio 
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Leader-News Buil 
CLEVELAND, OHIO. = 











dividual policyholders with their own 
lives and their own money all pooled to- 
gether are insuring each other. It is 
the finest illustration of co-operation 
that has been worked out in our Ameri- 
can life. Life insurance is the individ- 
ual’s co-partner. It is his co-partner be- 
cause it is society organized. Regard- 
less of his business, whether it be that 
of the doctor, lawyer, merchant, banker, 
or whatever his line, the individual is 
dependent upon society as his partner. 
Without society it would be utterly im- 
possible for him to succeed. Society 
helps him in all of his gains, and makes 
possible and shares with him all of his 
social and political achievements. Since 
society does all of these things, and 
helps him in all of his gains, isn’t it 
logical that he should take organized 
society, in the form of legal reserve life 
insurance, in as his co-partner to share 
his losses? It says to the individual: 
“Come in and be a part of our great co- 
operative organization. If misfortune 
should overtake your household, the loss 
will be distributed throughout our great 
group. We can share it collectively, and 
hardly feel it, whereas, if the loss were 
all concentrated in your household it 
would economically crush your family as 
a social unit.” Life insurance provides 
the way for economic independence for 
the individual and his beneficiaries. 


OPINIONS ON AGENTS 
BY INSURANCE BUYER 


(CONTINUED FROM PAGE 1) 


little about what he is trying to sell me. 
Where a salesman absolutely knows 
what he is talking about, he makes a 
certain impression upon a prospect that 
it is not possible for a poorly equipped 
man to create. Knowledge attracts at- 
tention at once. The salesman who 
knows, and knows that he knows, al- 
ways makes a deep impression on his 
prospects. An agent may bluff or 
bluster or use high sounding words 
but unless he knows his subject from 
one end to the other, sooner or later at 
some point in his solicitation, the pros- 


pect will find out that he really does | 


not know all that he should about what 
he is trying to sell. 
Agent Not Budget Maker 


“Another thought that I have as an 
insurance buyer is that today the sales- 


man’s job is largely to figure out for | 
the prospect just how he can find the | 
That is, | 


money to pay the premium. 
men today recognize the need of life or 


disability insurance. When the govern- | 


ment went into the life insurance busi- 


ness during the war that ended the | 
Insurance by most men is | 


argument. 
today regarded as a plain necessity, but 
a majority will set up the argument 
that they cannot afford to buy it. 
Hence, an insurance salesman must be 
something of a budget-maker or econ- 
omist. He must be able to get right 
into the question of how much his pros- 
pect spends, whether he is spending too 
much money for any particular thing 
and where and how insurance premiums 


fit into the family budget. In brief, they | 


must find the money with which the 
prospect is to pay the premium. This 
means that the agent must get on close 
and intimate terms with the man that 
he interviews.” 


Will Meet in Cincinnati 


The “Anniversary ‘Club” of the 
Southern States Life of Atlanta will 
hold its annual convention in Cincin- 
nati, Aug. 6-8. The membership is 
based on $100,000 minimum production 
during the year. Joseph W. Vinson, the 
president of the club, lives in a small 
village in southern Georgia, and has 
been a continuous member in the club 
since 1909. Twice he has been presi- 
dent, once honorary president, once 
vice-president-at-large and once vice- 
president in Georgia. 


The Provident Mutual Life has moved 
its Kansas City office into the new 
Huntzinger building on West Tenth 
street. The quarters there are larger 
and more suitable for the development of 
the agency than those formerly occupied. 


LIFE INSURANCE EDITION 
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There are exceptionally good oppor- 
tunities for agents and general agents 
in good producing territory. 


I. A. MORRISSETT, VICE-PREs. 


HE life insurance agent who wishes 
to obtain the representation of a 
reliable and preeminently honest com- 
pany will find The Gem City Life 
admirably suited to his needs. The Gem 
City will equip its agents to write all 
forms of personal protection and in one 
good strong company. 


GEM CITY LIFE INSURANCE COMPANY. 


OHIO 
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Benjamin Franklin, the greatest American 
authority on ambition, made that observa- 
tion; and with equal truth he might have 
added that nothing is more aggressive in 
gaining its end, nor more conservative in 
its choice of means to that end. 


The Franklin has a splendid tradition for 
“Aggressive Conservatism.” Organized 
to render practicable the highest ideals of 
life insurance, it has maintained among 
its underwriters, as the first essential, the 
highest ideals of service—ambitious ser- 
vice. 

That other wonderful idea worded, “He 
profits most who serves best,” has been 
practiced by this company since 1884 
Our men know it is true. 


Springfield, Illinois 


The Franklin Life Insurance Company 


‘‘Nothing humbler than ambition 
- when it is about to climb.”’ 
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AGAIN NAMED LEADER 
ALBRIGHT IS PREMIER AGENT 


Heads the Northwestern Mutual Force 
With Production of $2,427,000— 
Gives Selling Points 
iecisiasia 
MILWAUKEE, WIS., July 23.—Dr. 
Charles E. Albright of Milwaukee, who 
is credited with having sold more life 
insurance than any other living agent 
in the world, has again captured the 
Northwestern Mutual Life’s prize for 





the greatest volume of business written 
during the year. During the period 
from June, 1922, to June, 1923, Dr. 
Albright sold $2,427,000 worth of life 
insurance for the Northwestern Mutual 
Life. Dr. Albright has made his rec- 
ords in the face of competition that is 
not of the easy type. He is a con- 
tinuous holder of world’s records in 
the writing of life insurance, and he 
continues the pace year after year. 
Uses Simple Methods 


His method, according to the doctor, 
is comparatively simple. Find out 
where the demand lies and fill it quietly 
and efficiently at the right moment, is 








his advice. Be diplomatic about it, he 
advises, because life insurance carries 
with it a contemplation of death, a sub- 
ject rather unwelcome to the average in- 
dividual. 

Creation of confidence on the part of 
the purchaser is the first essential step 
toward success in this line, he says. 
After that the life insurance policy, if 
it is needed, sells itself. If it isn’t 
needed, it had best not be sold, he will 
tell you. Dr. Albright states that he 
has never introduced the subject of life 
insurance into his conversation with any 
prospective purchaser. 

“My sales are easy,” said Dr. AI- 
bright, “because I rarely sell to a man 





Your Will— Have You Made It? 


XPERIENCE shows that few men have made their Wills. 
At the death of E. H. Harriman, the world was amazed 
at the brevity of his Will. 
He was one of the greatest financial geniuses this country has produced, 

and yet his Will was one of the shortest complete Wills ever probated. 
Its exact form has often been followed by others. If you have not made 


your Will, you may be interested in seeing a copy of 





this now famous docu- 


ment, which made provision for the distribution of an estate of millions, and 
which was effected without legal difficulty. 

Shall we forward you a copy of this Will,— with a form of Will based 
thereon, adapted to the laws of the State in which you reside,— which may be 
conveniently used in making your own Will. 


Address inquiries to Agency Department. 


Lire INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


Home Office Building, 197 Clarendon Street, Boston, Massachusetts 


We 
AS 
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American Old Line Insurance Company 








Liberal Contracts — offered in both Life and 


Disability Departments 


Choice Territory open in the Middle West 
for State and District Managers 


LINCOLN 


0 ee eee ee) a eee 
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NEBRASKA 
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N. P. HULL, Pres. 





LANSING. MICHIGAN 
C. H. BRAMBLE, Secy. and Treas. 


A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they 


represent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 


They have that opportunity of selling 


I. D. WALLINGTON, Supt. of Agents 








| until we have become well acquainte 
for other reasons than those connecte 
| with the selling of insurance. I mak 
jit an inflexible rule never to mentic 
insurance until the prospect himse 
| brings up the subject. 

“My own inclination leads me t 
make the acquaintance of men who a 
| doing big things in the world, men w 
| need insurance and who are able to pa 
|for it. I observe them for mont 
; sometimes for years, before I try ¢ 
}meet them. I find out that there j 
}a demand on their part, urgent but uw 
realized. After I make their acquain 
|ance, the work is virtually done. Th 
|} know I sell insurance and sooner g 
| later after I meet them they will broad 
ithe subject. 
| “A man’s personal character, the 
| things he knows, the part he takes j 
| conversation, his ability to listen inte 
| gently and guide the conversation int 
|channels that are interesting to th 
| speaker, his friends, and business cog 
| nections, and his personality in gene 
| the the basic elements in a sale.” 


Has Made Great Record 


| Dr. Albright’s record for the last 
| year is $327,000 greater than the ye 
| before. It is exceeded only by his fi 
|} ures for 1920-21 and 1919-20, which 
his greatest year. He sold nearly $% 
250,000 worth of insurance during 191 
| 20. 

The grand total of all the business he 
has written since January 1908, is $31, 
852,250. He stands at the head of 
Northwestern agents for the sever 
teenth consecutive year. All figures ia 
Dr. Albright’s record refer only t 
business placed with the Northwest 
Mutual. It would be swelled consider 
ably if his volume of business with 
other companies were added to it. 

The Northwestern Mutual writes 2 
policies on a single life in excess 0 
$150,000. It is known that Dr. 
bright has sold as much as $1,000,00 
worth of insurance to a single person. 

His record by years follows: 

First five months of 1905..... $ 
June, 1905, to June, 
June, 1906, June, 
June, 1907, June, 
June, 1908, June, 
June, 1909, June, 
June, 1910, June, 
June, 1911 June, 
June, 1912, June, 
June, 1913, June, 
June, 1914, June, 
June, 1915, June, 
June, 1916, June, 
June, 1917, 

1918, 

1919 

1920, 

1921, 


1922 


June, 
June, 
June, 
June, 
June, 


School Writing Big Business 


The students of the St. Louis Li 
Insurance School being conducted 1 
Griffith Lovelace and other members 
the faculty of the insurance departme 
of New York University, have alread 
produced $2,000,000 worth of busine 
and it is very probable that the ® 
000,000 mark will be reached before 
nine-weeks course closes. The sche 
enters upon its seventh week Mond 
July 30. 

Only six of the original 110 membé 
of the insurance class have dropp 
out. Members of the class state ™ 
they have found that the instruct 
provided in the school have broadene 
their view of life insurance and givé 
them a firmer grasp of the problet 
that confront them in soliciting 0™ 
| ness. 





dentiemiicanlies 
Dividend Rate Increased 
| 
| 


The Western States Life of San F 
| cisco has increased its dividend rate 
'9 percent per annum instead of 8 0€ 


business for the ® 


| cent. Its new 
to $15,611, 


|six months amounted 
| gain $2,834,590. 
| a all rt 
John F. Tyrrell, handwriting expel, 
the Northwestern Mutual Life ovat t 
waukee, was the principal speaker *t 
regular weekly meeting of the 
iClub in that city last week. 





